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for your advertising dollar? 


You buy sugar by NOV 4 1099 
the pound fa. .coal by ODAY more than ever, successful 


advertising depends on careful selection 
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by the kilowatt @). . and To judge a publication’s worth without 
knowing exactly the nature and extent of 


if you are wise, you buy its circulation, is as unbusinesslike and 


teful as buying coal without a standard 
dvertising space by an bees ying 
" fis . of weight. 


equally accurate measure For any publication . . . newspaper, farm paper, 
business paper, magazine . . . the true measure of 
advertising value is NET PAID CIRCULATION. How 


much is there? Where is it? How was it obtained? 
the ABC REPORTS A.B.C. reports answer these questions completely. 
They give verified information on the quantity, and 
an important index of the quality of circulation. 
Always make A.B.C. reports your starting point 
in buying advertising space. If you do not have 
the latest A.B.C. report on any publication in 
which you may be interested, ask for it. Demand it. 
Study it. Then, judge soundly how the circulation 
fits in with your sales program. 


Our A.B.C. report is ready for all advertisers. Ask 
for it today! 
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PROTECTION 


Says This Policy Owner 
of Tulsa, Oklahoma 


Easy To See Why Thousands Buy 
Life, Accident and Health... 
All Three From B.M.A. Salesmen! 


Here’s news (old news to B.M.A. men) about the 
kinds of insurance people want to buy. It’s a letter 
from a B.M.A. policyowner of Tulsa, Oklahoma 
(mame on request) : 


“It is important to any man who works on a salary 
to have insurance covering sickness and accident 
as well as old line insurance. I have had a policy 
with B.M.A. a good many years and have had sev- 
eral claims which were paid promptly. I recom- 
mend this service to all salaried men . . . salesmen, 
especially, who have the hazard of road travel. I 
am sold on insurance of this kind that pays you 
four ways.” 


No wonder B.M.A. salesmen are taking advantage 
of offering Complete Protection. They have found 
it an easier way to interest more people . . . and 
to make more sales. 


W. T. Grant, President 
J.C. Higdon, Vice-Pres. in Charge of Sales 


BUSINESS MEN'S 
ASSURANCE C0. 


KANSAS CITY, MO. 





A SILENT PARTNER 
THAT IS NOT VERY 
“SILENT” 

a 
The Shield Man has a power- 


ful partner working hand-in- 


hand with him in the field. 


This partner is the Company's 
own 50,000-watt radio broad- 


casting station— 


ws M 


—on the air eighteen hours out 


of every twenty-four. 


For thirteen years now, WSM 
has been making friends for 


the Shield Man and for the 


Company, and, as a result, there 
are few localities where the 
Shield Man is a stranger. 
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Bureau-Agency Officers Conference 


New Aptitude Test 
to Supplement 
the Rating Charts 


Research Bureau 
Announces Double Check 
to Insure Greater Accuracy 


A new aptitude test has been devised 
to supplement the present rating charts 
in the selection of new agents, it was 
announced at the annual meeting of the 
Life Agency Officers Association and 
Sales Research Bureau in ‘Chicago. In 
making the announcement, Albert K. 
Kurtz of the bureau’s research depart- 
ment said that a_ scientifically con- 
structed rating chart is more accurate 
than any other single test or procedure 
for the selection of agents. Still more 
accurate results can be secured by com- 
bining the rating chart with the aptitude 
test which brings out latent qualities 
which the applicant may possess. 

The rating chart predicts success or 
failure on the basis of the degree of 
success already achieved in previous 
lines of work while the aptitude test 
detects qualities besides those which 
have enabled the applicant to succeed. 
in other lines, It is desirable to have 
two selective devices which will supple- 
ment each other by measuring two dif- 
ferent aspects of the prospective agent. 


Available in January 


; In devising the Research Bureau’s ap- 
titude index which will be available in 
January, data were studied from a group 
of asents who at the time of contract 
filled out answers to a large number 
of personality questions and for whom 
rating chart data were also available. 
Subsequent careers of these men were 
followed and the results have shown 
that there is a definite advantage in the 
use of both of these selection pro- 
cedures rather than the use of either 
one alone. The aptitude index consists 
of a group of about 100 questions de- 
Signed to measure various aspects of a 
prospective agent’s personality which are 
important for his success in the life in- 
surance business. The questions are 
those which have proved their value in 
differentiating between the able and the 
Poor salesman. To measure his per- 
sonality characteristics as _ self-confi- 
den ce, self-assertiveness, dominance, 
emotional adjustment, understanding of 
people, etc., such questions are asked 
as: “Do you make decisions quickly?” 
Do you allow people to crowd ahead 
of you in line?” “Do you find that many 
people are so unreasonable that it is 
hard to talk to them?” 

In using the aptitude test three steps 
are involved. The prospective agent is 

(CONTINUED ON PAGE 14) 











Checking Agency Turnover 
and Recruiting Viewed 


Principles behind the recruiting prob- 
lem were discussed from various angles 
at the annual meeting of the Life 
Agency Officers Association and the 
Research Bureau in Chicago. 

Challenging factors in the recruiting 
problem were cited by Laurence S. 
Morrison, bureau consultant. “One rea- 
son we have a recruiting problem is 
because we need to recruit too many 
men, because of turnover and because 
of the long accepted dictum that a com- 
pany must grow to be healthy.” The 
need for recruiting is cut down by con- 
centrating not upon getting men, but 
upon making them successful after they 
are secured. By building successful 
agents, more good men apply for jobs. 
The same analogy may be applied to 
the experience with production and in- 
surance in force. The idea that new 
business would result in a gain in in- 
surance in force has not proved to be 
the solution as the termination rate is 
a more important factor than the high 
production rate. Industrial companies 
have always consistently stressed net 
gain instead of new business and a num- 
ber of ordinary companies have come 
to this same point of view. 

The story of successful agency 
builder depends on how many men did 
he hire, how much did they do, how 
long did they do it? 


Check Turnover 


Steps taken by the Canada Life in 
checking the cost of agency turnover 
were outlined by S. C. McEvenue, the 
company’s general manager. It was de- 
cided that the agency department’s 
function is to sell an adequate volume 
of the right kind of policies to the 
right kind of people at a reasonable 
acquisition cost. As insufficient earnings 
is the basic reason why so many men 
leave the business, statements are pre- 
pared for each branch showing the ac- 
tual cash earnings of each agent each 
month for the previous and current year 
divided into the new and renewal com- 
missions. The  individual’s monthly 
budget requirements for living expenses 
are also recorded for comparison. ‘Copies 
are kept by the branch manager and 
the home office. 

A study of one branch showed that 
over 90 percent of the business was pro- 
duced by less than one-half of the whole- 
time men. The earnings of the smaller 
group of producers which accounted for 
the 90 percent were satisfactory. while 
the individuals producing the 10 percent 
were not. It was decided that no change 
in method of compensation would mate- 
rially help the situation for the low 
income group. 


Yardstick is Set 


A yardstick for comparing branch re- 
sults. was established. Each manager 
was given the task of building a profit- 
able branch which meant producing 
business below the standard cost per 





thousand dollars, a standard rate of per- 
sistency being assumed. The manager 
now finds that he has three variables 
which will affect the attainment of his 
objective: an increase in the average 
size policy, reduction in controllable ex- 
penses and an increase in production or 
a combination of all three. 

The amount of actual time, effort and 
expense in completing one agency con- 
tract was computed. It was found that 
the bureau’s $400 average cost was con- 
servative when all factors, including the 
value of the manager’s time, are taken 
into consideration. It was decided that 
the only justification for investing 
money in this manner was the develop- 
ment of a permanent field organization 
and that a man could be considered per- 
manent after a period of five years. 


Actual Cost Varies 


The actual cost per new man is in 
direct proportion to the agency turn- 
over. By using a $400 per man cost 
basis, if two men remain at the end of 
two years out of 10 appointed, the in- 
duction cost per man would be $2,000. 
If five men of the 10 remained at the 
end of the two-year period, the induc- 
tion cost per man would be reduced to 
$800 each, or a difference of $1,200. It 
was also found that the larger the ulti- 
mate production of the man, the lower 
the induction cost. In other words, if 
a man produces $10,000 and terminates, 
the induction cost of the business at a 
$400 assumption is $40 per thousand. 
A study of maintenance cost per man 
expressed in terms of dollars per thou- 
sand brings out equally interesting fig- 
ures, 

In order to find ways and means of 
improving the individual’s income, an 
analysis is made every six months of the 
earnings of each whole-time man. 


Manager Broadens Viewpoint 


The results of the recruiting program 
have given the managers a better grasp 
of the objectives. They realize the im- 
portance of high average earnings per 
man and a high average policy. They 

(CONTINUED ON PAGE 14) 
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Need of Readjusting 
Expansion Technique 
ls Considered 


More Attention Given 
Selection of Managers— 
Salary Plan Scouted 


Several new notes were struck at the 
annual meeting in Chicago of the Life 
Agency Officers Association and the 
Sales Research Bureau while the old 
refrain on better selection, training and 
supervision continued with new vigor 
and some variations. Notable among 
the new developments was the consider- 
ation given the thought that the busi- 
ness is tending to be stabilized and that 
the technique and aims which were ef- 
fective in the era of expansion now have 
to be readjusted for profitable distribu- 
tion. 

The entire program was a challenge to 
complacency. Consideration was given 
the trend toward minimum salary plus 
commission methods of compensation 
being adopted in other businesses. The 
training of managers and general agents 
was discussed and research in selecting 
and supervision is being started. An 
aptitude test which the bureau has been 
working on for six years was announced. 
It will supplement the present rating 
charts.and give a double check on pros- 
pective agents. The need for developing 
older men with first emphasis on them 
and second on recruits was stressed. A 
challenge was issued to take more defi- 
nite action about improving the quality 
of the field force, a step which has been 
urged for several years. Developing 
public relations by providing agents with 
the answers to questions which arise in 
regard to life insurance, was advocated 
by several speakers. 


Many Excellent Thoughts 


The opening day was marked by a 
number of excellent talks but honors 
went to John Marshall Holcombe, Jr., 
manager of the Research Bureau, for his 
able review of the present sales situa- 
tion, and to John A. Stevenson, execu- 
tive vice-president Penn Mutual Life, 
who interspersed his formal talk with 
pertinent remarks and comment in an 
informal way which hit a_ responsive 
chord, It was Dr. Stevenson who urged 
action on the quality representation ques- 
tions when he called attention to the fact 
that little had been accomplished since 
the agency officers undertook the re- 
sponsibility for the solution of the prob- 
lem in 1934. He urged that no reason 
be given for an outside organization to 
step in to try and solve the problem. 

Jerome Clark, vice-president and sup- 
erintendent of agencies of the Union 

(CONTINUED ON PAGE 12) 
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Supervision Should Help Men to Help 
Themselves withFactstoGuide Them 


Plans for effective supervision of men 
from four different angles were dis- 
cussed at’ the Life Agency Officers 
Association’s joint annual meeting with 
the Sales Research Bureau. 

“The ‘greatest thing we can do for 
our established agents is to help them 
to do for themselves, to think for them- 
selves, to act for themselves and to 
meet difficulties which are becoming in- 
creasingly turbulent,” said V. H. Jen- 
kins, vice-president in charge of produc- 
tion of the Occidental Life of California. 

The public has developed a greater 
interest in insurance. If this is to be 
taken advantage of, thorough training 
and education of established agents is 
necessary. The situation presents an 
opportunity for greater progress than 
business has ever made in the past, said 
Mr. Jenkins. 


Must Meet Issue 


“We must not permit the education 
of the public to fall into the hands of a 
few crackpots and ‘muckraketeers,’” de- 
clared Mr. Jenkins. He warned against 
the indifference to the present desire of 
policyholders and potential policyhold- 
ers to understand the business. His 
organization plans to meet the situation 
by equipping its sales force with a new 
institutional text book which will elim- 
inate as nearly as possible complexities, 
ambiguities and verbosities. The agents 
will be trained to sell definite purpose 
insurance meeting first needs first. 
Competition will be in service and appli- 
cation to needs. The field force will be 
supplied with as broad a line of cover- 
ages as possible so as to cope with 
every human need. The first requisite 
in establishing an agent is to furnish 
him with up-to-date material to meet 
the public demand and train him to 
apply it in a form-fitting, tailor-made 
fashion, said Mr. Jenkins. 

Agents are being trained to build a 
clientele. They are being taught that 
the sale takes place when the prospect 
reposes sufficient confidence in the 
agent to accept his counsel. Agents are 
being taught to represent the prospect, 
not the company; to develop a prospect 
and analyze his needs, then buy his 
insurance for him. Agents are no longer 
urged to write a certain volume of busi- 
ness but instead to develop a certain 
number of new clients each week. If 
this is done both volume of insurance 
and premium income are assured. 





There are two types of supervision, 
inspirational and analytical, said il- 
liam Rothaermel, vice-president of 
Continental American Life. Both have 
their place in management but the 
factual type is becoming more and more 
prevalent. The ideal type is the right 
combination of both. 

The law of averages in agency man- 
agement is often overlooked or ignored, 
said Mr. Rothaermel. These laws of 
averages have a direct bearing on the 
success or failure of a manager or gen- 
eral agent. Many try blindly building 
an agency hit or miss on the rule of 
exceptions, not on averages. They fail 
to analyze a territory and to establish 
an average per capita production. They 
do not determine the ratio of agents 
per population. Territorial per capita 
analysis in conjunction with the ratio of 
agents to population will show the 
strong and weak points in the territory 
and the spots to be covered and given 
attention. Consideration should be given 
the number of agents on an average 
necessary per million dollars of produc- 
tion, number of club members per mil- 
lion, the percentage of business from 
first year men and second year men. 
After a manager has a picture of his 
territory and his opportunities along 
these lines, then supervision steps into 
the picture, to keep him on the track. 


MAIN PROBLEM 


The problem of managerial supervi- 
sion is not so much teaching the man- 
ager new things, but getting him to use 
what he already knows effectively. He 
needs to be put into a position where he 
is compelled to use the knowledge and 
experience he now has. 

Mr. Rothaermel requires weekly re- 
ports from 80 percent of his managers 
in the lower average agency or unit 
brackets. Reports cover number of 
hours spent in prospecting for new 
agents, interviewing prospective agents, 
office training and field work with new 
agents, office training and field work 
with old agents, office detail, traveling 
time and personal production. 

Managers also are asked to report the 
names and addresses of prospective 
agents interviewed during the week, 
with personal history ratings, and other 
details. Production reports on new 
agents under contract 24 months or less, 











from old agents and personnel are also 
required. The reports are acknowl- 
edged each week with some comment 
showing that interest is being shown in 
the manager’s progress. 

Mr. Rothaermel has analyzed his ter- 
ritories by counties showing population, 
actual production, per capita production 
and all the details necessary for factual 
information. When the facts are devel- 
oped and analyzed the problem is to 
bring the below average managers up 
to average which in turn increases the 
average levels of the entire company. 
Conferences based on the weekly re- 
ports and factual information about the 
territory aid in bringing managers up 
to average. Factual information re- 
moves personal pressufe and _substi- 
tutes pressure of facts. Factual infor- 
mation is also helpful in handling the 
old timer who resents recruiting activity 
or expansion which may hurt his pro- 
duction. The territorial or county 
analysis also is valuable in recruiting 
and discussing with the prospective new 
agent the possibilities of the territory. 
He can be shown the production which 
is expected from a certain territory and 
how much production is being secured 
from similar territories. The informa- 
tion also aids in setting quotas and in 
detecting the high cost agencies which 
are usually the ones which are below 
average. Having the definite figures 
also makes it easier to replace managers 
because there is no argument that they 
are not able to bring the territory up 
to average. 

Building strength in management 
through proper supervision will almost 
automatically take care of the problems 
of building strength in agents, said Mr. 
Rothaermel. Stronger management, 
which raises the average production 
level of the agent, simplifies the recruit- 
ing problem and makes easier the job of 
selecting, training and supervision of 
the agents. 





INCOME CONTROL 





The use of daily planning and income 
control charts was urged by 
Schuppel, executive vice-president Ore- 
gon Mutual Life. In the “mad 20’s” 
thousands of reasonably industrious 
salesmen sold substantial amounts of 
life insurance largely by being human 
and friendly. Beginning in the early 





30’s planned work in the field became 
the order of the day. The job of selling 
life insurance needed streamlining as the 
hit and miss method of selling was no 
longer effective. 

“Income control” was found to be 
more acceptable to the salesman than 
“time control,” said Mr. Schuppel. In. 
come control is intriguing, interesting 
and desirable, while time control js 
suggestive of clock punching, regimen. 
tation and mechanical routine. Agents 
who object to keeping records are told 
that a banker insists on looking over a 
merchant’s books if he is not making 
money. If the merchant does not keep 
books, the banker is not in position to 
advise him. The same analogy applies 
to the life insurance agent who is not 
making a financial success in the busi- 
ness. 


Analysis of Job 


It is found that most agents do not 
analyze their job thoroughly enough to 
correct their shortcomings. To meet 
this situation a practical daily planning 
chart or a blue print of the salesman’s 
job was devised. It outlined his pro- 
posed activities for the day in advance 
and combined it with a work record 
which at the close of day would indicate 
clearly the progress he had made. The 
agent’s record is sent to the general 
agent for study and analysis and the 
general agent is asked to write his con- 
structive comment on the weekly activi- 
ties of each agent and send it to him for 
guidance. Copies of the weekly analyses 
were sent to the home office and there 
they are tabulated and compared for 
different agencies. 


Sets Up Simple Machinery 


The Oregon Mutual’s daily planning 
and income control chart sets up simple 
machinery for accomplishing the follow- 
ing things: It lists all the agent’s pro- 
posed calls for the day in order in which 
he expects to make them. It is con- 
venient in form so he can carry it with 
him. At the end of the day it shows 
the calls that he expected to make, the 
contacts he actually made, the time in 
minutes that he spent face-to-face with 
his prospect and whether or not the 
contact was a new one or a re-contact. 
It also shows the progress of the inter- 
view and precisely where the salesman 
found his difficulty in the course of his 

(CONTINUED ON LAST PAGE) 





SPEAK AT LIFE AGENCY OFFICERS CONVENTION IN CHICAGO 





H. G. KENAGY 
Mutual Benefit Life 








STEPHEN A. SWISHER, JR. 
Equitable of Iowa 


B. J. PERRY 
Massachusetts Mutual 


FRANK L. JONES 
Equitable Society 
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Critics’ Atfacks on 


life Insurance 
Have Little Effect 


Agency Officers’ Commit- 
tee Presents Special Study 
—No Demand for Term 


Despite the furor caused by the at- 
tacks on life insurance in books, pam- 
phlets and radio broadcasts the effect on 
the business has been slight, the Life 
Agency Officers Association’s commit- 
ee on replacements reports. In present- 
ing the report at the annual meeting in 
Chicago, Chairman Frank L. Jones, 
vice-president Equitable Society, said 
actual replacements in favor of term in- 
surance which is advocated by the crit- 


ics have been negligible and that there 
has been a decreasing number of term 
contracts issued on new business in re- 
cent years. The complaints of agents 
have been greater in proportion than the 
actual effect on business in force and 
new business issued. Most of the activ- 
ities of the critics are limited to New 
York, Philadelphia, Chicago, Milwaukee, 
Newark, Boston and Washington. 

If the critics’ advice is carrying: any 
weight with the public there would have 
been a strong trend towards increasing 
term insurance, especially the yearly re- 
newable term. However, 40 of the 65 
reporting companies stated that they 
had no indication of an increase in 
the number of applications for any kind 
of term insurance and no increase in 
the number of inquiries about it. Fif- 
teen companies reported a small in- 
crease, but they could see no connec- 
tion with adverse books and broadcasts 
in their experience with term applica- 
tions. Only 10 companies indicated an 
increase and these were ascribed in 
most cases to their own adoption of new 
term contracts or to the natural need of 
some applicants in times of depression 
to use term insurance as a temporary 
means of covering their requirements. 


Report on Agents’ Complaints 


There were 29 companies which re- 
ported no complaints from agents. 
Seventeen indicated minor complaints 
and 19 reported complaints. None of 
these has been very serious, although 
there has been some demand for argu- 
ments to combat term propaganda. 

Out of the 65 companies 36 reported 
that there was no trace of any lapsing 
of business due to adverse propaganda. 
Some replacements were reported by 25 
companies, but 18 of those indicated 
only a few cases. Only four companies 
Teported lapses and most of these were 
Scattered cases. 

he main Problem is that of ade- 
quately explaining to policyholders the 
merits of legal reserves. Recent speak- 
‘rs and articles have provided sound 
arguments to combat the recommenda- 
tions of critics that renewable term in- 
surance be substituted. 

Continued improvement in the re- 
placement situation was reported by Mr. 
oe who urged vigilance to maintain 

e favorable experience in the future. 
he Signatory companies reported 2,371 
Opportunities _ for $23,027,642 offered 
other companies. There were 2,354 op- 
Portunities received from other compa- 
dines coo for weep d were 

f qe cas 
being a. es for $12,312,302 


Plog aod B. Hull, managing director of 
¢ National Association of Life Under- 
writers, who is one of the most ardent 
advocates for answering the critics’ at- 
acks on life insurance, said that he 
couldn’t reconcile the report of the Life 





Again Chairman 








JOSEPH C. BEHAN 


The success of the Annual Message 
of Life Insurance was so far reaching 
that the Life Agency Officers Associa- 
tion renamed Joseph C. Behan, vice- 
president Massachusetts Mutual Life, 
chairman of the national committee for 
life insurance education, which directs 
the activities. 











Agency Officers Association’s replace- 
ment committee on the extent of in- 
fluence of the critics with his own ex- 
perience. He receives numerous com- 
plaints from agents and requests for 
information on checking the activities of 
the various “experts.” 





Evidence Points to Fair 
Attitude in Federal Probe 


By ROBERT B. MITCHELL 


WASHINGTON — With monopoly 
committee hearings due to begin in a 
couple of weeks, a survey of the actual 
and potential factors bearing on the life 
insurance phase of the investigation 
leads to the conclusion that insurance 
will be treated in a fair and constructive 
wav and that the investigators are aware 
of the dangers of disturbing the confi- 
dence of the nation’s 64,000,000 policy- 
holders just to let some ambitious 
inquisitor make headlines for himself 
by making monkeys out of witnesses. 

However, it is equally clear that there 
are enough uncertainties involved so 
that the possibility of somebody’s adopt- 
ing a prosecuting-attorney attitude 
should be kept very much in mind. It 
looks as if there will be a minimum of 
merciless grilling for the life companies 
but witnesses would do well to bring 
their asbestos overcoats even though 
they may not need to put them on. 


Must Have Effective Answers 


This does not mean that witnesses 
will get anywhere except into the dog- 
house by attempting to meet unfair 
interrogatories by an attitude of stiff- 
necked opposition. It does indicate the 
necessity of considering every field 
which the questioners might cover and 
of having the answers ready in such 
form as to be most effective in taking 
the sting out of insinuations which an 
inquisitor might make, either deliber- 
ately or through lack of technical insur- 
ance information. 

Without forgetting the necessity of 
being equipped with -effective answers 
to even the most hostile type of queries, 
it is interesting and somewhat reassur- 
ing to observe how many indications 








were presented. We quote:— 


Total Average 


No.of No.of No.of 
Year Cards Cases Cases 
1937* 261 13,397 51 
Ist Lie 
6mos. | 254 6,213 24 
1938 § 


ten years ago. 


Independence Square 





CHARTERED 


The American College of Life Underwriters had its day, 
a great one, at the Houston Convention. 


During the first ten years 1,500 Chartered Life Under- 
writers received their designations. 

Had assumed managerial or supervisory responsibilities, 
said 481 of 723 C. L. U. questionnaire answerers—67%. 
Over 85% said they had been definitely helped by the mental 
equipment gained through their C. L. U. work. 


CHARTERED LIFE UNDERWRITERS DEVOTING AT 
LEAST 75% OF THEIR TIME TO SELLING 


Total Average Average 
Volume Volume Amt. of 
Produced Produced Each Case 
$82,001,338 $314,181 $6,121 

40,148,792 158,065 6,462 


*1 group insurance case excluded for $800,000 
**2 group insurance cases excluded for $6,512,000 


“The American College of Life Underwriters is one of 
the biggest things that has been launched in the interest of 
high standards in life underwriting,’ declared Dr. Huebner 
Today a prophecy fulfilled. 


¢ ¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


Wo. H. Kinastey, President 


Interesting figures 
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there are that the investigation will be 
pursued, in its life insurance phases at 
least, in a manner which will avoid 
spectacular cross-examinations and 
maintain a constructive tone rather than 
one tending to lessen the confidence of 
life insurance policyholders. In_ this 
connection some misconceptions should 
be cleared up. 


Scope Goes Beyond Monopoly 


In the first place, it is unfortunate 
that the joint congressional-administra- 
tive committee of 12 has come to be 
popularly known as the monopoly com- 
mittee. As President T. I. Parkinson 
of the Equitable Society said in a recent 
address, “monopoly is one of those ugly 
words; it carries with it something of 
accusation, something of insinuation, of 
selfishness and of detriment to the pub- 
lic welfare.’ The correct name of the 
investigating body is the Temporary 
National Economic Committee. The 
word monopoly is mentioned in the 
resolution creating the committee but 
the committee’s powers go far beyond 
mere monopolies. 

The resolution states that it shall be 
the duty (not merely the power) of the 
committee “to make a full and complete 
study and investigation with respect to 
the matters referred to in the Presi- 
dent’s message of April 29, 1938, on 
monopoly and the concentration of 
economic power in and financial control 
over production and distribution of 
goods and services and to hear and 
receive evidence thereon, with a view to 
determining, but without limitation, (1) 
the causes of such concentration and 
control and their effect upon competi- 
tion; (2) the effect of the existing price 
system and the price policies of indus- 
try upon the general level of trade, upon 
employment, long-term profits and upon 
consumption; and (3) the effect of exist- 
ing tax, patent and other government 
policies upon competition, price levels, 
unemployment, profits, and consump- 
tion; and shall investigate the subject 
of governmental adjustment of the pur- 
chasing power of the dollar so as to 
attain 1926 commodity price levels; and 
to make recommendation to Congress 
with respect to legislation upon the 
foregoing subjects, including the im- 
provement of anti-trust policy and pro- 
cedure and the establishment of na- 
tional standards for corporations en- 
gaged in commerce among the states 
and with foreign nations.” 


Congressional Side Conservative 


That is the ground which the com- 
mittee is directed to cover. Taking 
these powers and the makeup of the 
committee, what may its attitude be 
expected to be toward its investigation 
of life insurance? The committee con- 
sists of three senators appointed by the 
president of the senate, three represen- 
tatives appointed by the speaker of the 
house, and representatives of six gov- 
ernmental administrative departments. 
On the congressional side the commit- 
tee is quite conservative. 

Senator King of Utah, for example, is 
strongly of the opinion that where an 
industry will furnish the information 
desired through questionnaires, there 
shoitld be no public hearing. He feels 
that the calling of witnesses should be 
resorted to only where an industry fails 
to give complete information and the 
only way to get the desired data is to 
put people on the witness stand. How 
far Senator King’s views will prevail is 
of course not known, but he is by no 
means the only conservative member of 
the committee. 


No Doubt of O’Mahoney’s Sincerity 


The reassuring utterances of the com- 
mittee’s chairman, Senator O’Mahoney 
of Wyoming, have been widely publi- 
cized and no one seems to feel any 
doubt of his sincerity. If he is able to 

(CONTINUED ON PAGE 15) 
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Management Trends 
in Other Fields Are 
Viewed by Stevenson 


Considers Basic Salary 
Plus Commission Plan— 
Woodson on Supervision 


Steps taken in other fields in improv- 
ing sales management were outlined ‘by 
John A. Stevenson, executive vice-presi- 
dent of the Penn Mutual Life, at the 
annual meeting of the Life Agency Offi- 
cers Association and the Sales Research 
Bureau in Chicago. B. N. Woodson, 
bureau consultant, followed with a talk 
on “Progress Through Supervision.” 

Although life insurance has made an 
outstanding record, it is well to study 
other business suggestions, said Dr. 
Stevenson. There can be inbreeding in 
sales management methods as well as 
among people and to maintain a healthy 
condition in either case, it is wise to 
bring in some new blood. Most organi- 
zations are working on the problem of 
improving management methods in an 
attempt to offset decreasing income 
from investments and increasing ex- 
penses in the form of taxes. 

Although it is recognized that there 
are too many persons selling life insur- 
ance who are not making a living, the 
business has been slow in remedying 
the situation. Similar situations prevail 
in other businesses. For example, the 
Chevrolet Motor Company found it 
desirable to restrict the number of deal- 
ers and to insist on every franchise 
yielding a satisfactory return. As a 
result both sales and net profits in- 
creased. 


Forward Steps Taken 


Since the adoption of the agency 
practices agreement a good many com- 
panies have taken forward steps in 
eliminating part time and unqualified 
salesmen with satisfactory results. From 
1933 to 1938 the Penn Mutual reduced 
the number of its agents 334% percent 
and increased its production 13 percent. 

Studies were made of five leading 
organizations in other fields by the Re- 
search Bureau. Four of them do not 
have recruiting problems. They offer a 
salary to beginners. No men in the 
business are not making a living so the 
successful records of those who are 
doing the job tend to attract new men. 
Having a low turnover these organiza- 
tions do not need to recruit so many 
men to maintain their sales force at a 
given level. The American Manage- 
ment Association reports that there is 
a definite trend toward a guaranteed 
minimum salary and an additional in- 
centive in the way of bonus or commis- 
sion payments. 


Cooperation Is Needed 


Any attempt of a large life insurance 
company to shift entirely to the salary 
basis would first require the solving of 
a number of problems. Dr. Stevenson 
doubted if any one company can experi- 
ment with the plan alone. However, if 
a practical basic salary plus additional 
award plan can be devised it is hoped 
that a group of eight to 10 companies 
might be found which would be willing 
to experiment with the method which 
seems to offer such decided advantages 
to the outside companies covered by the 
bureau survey. 

The companies studied by the bureau 
consider the salesman’s duties carefully 
and define just what they expect the 
salesman to do. The objective of sales 
training of the outsiders differs little 
from the plans being used by life com- 
panies. They all aim at enabling the 
salesman to act as an adviser in adapt- 

(CONTINUED ON PAGE 15) 





Greatest Morale Building 
Factors in 1938 Outlined 


Three executives told of the most im- 
portant single factor which aided in 
maintaining an increasing agents’ morale 
in their organizations in 1938 at the an- 
nual meeting of the Life Agency Of- 
ficers Association and Sales Research 
Bureau in Chicago. 


London Life’s Plan 


The London Life built up higher 
morale by improving the relationship 
between managers and agents said J. 
G. Stephenson, assistant general man- 
ager and superintendent of agencies. 
Many factors in the manager-agent re- 
lationship were considered. Managers 
were urged to: 

Be interested in the agent. 

Get him to do something for you. 

Be interested in things he’s interested 
in. 

Help him with his personal problems. 

Give credit for accomplishment. 

Have sympathetic understanding. 

Show an interest in agent’s home life. 

Create a feeling of trust among the 
agents. 

Place responsibility on them. 

Take men over their old successes. 

Generate a feeling of importance on 
the part of the individuals. 

Give agents help in unusual circum- 
stances. 

Give praise that you have received 
from a third party, directed toward any 
individual agent. 

Discuss agency plans with the men. 

Practice what you preach. 

Show sincere appreciation of the in- 
dividual as a factor in your agency. 

Play no favorites. 

Be the best informed man generally 
in the group. 

Give careful criticism where criticism 
is required. 

Don’t criticise in. public. 


S. A. Swisher Speaks 


Creating the will to win is done by 
creating the desire for certain things that 
money will bring, by fanning the desire 
for recognition, by building the desire to 
excel others, said Mr. Stephenson. 

As his company’s outstanding morale 
building factor S. A. Swisher, Jr., agency 
vice-president Equitable Life of Iowa, 





told of the inauguration of a plan by 
which new salesmen are invited to visit 
the home office when they have paid for 
their first $80,000 of new business within 
their first contract year. This has done 
more than any other thing to maintain 
agents’ good will and build esprit de 
corps. The agent’s success is greatly 
dependent upon a relationship of friend- 
liness and confidence with company ex- 
ecutives, said Mr. Swisher. With this 
in mind it is desirable to have the new 
agent brought into contact with the 
home office and the members of the 
various departments as soon as possible 
after he becomes associated with the 
company. Agency conventions provide 
certain contacts but the production qual- 
ifications are rather severe for most new 
men. 


Average Production Higher 


Although the $80,000 new business re- 
quirement for a visit to the home office 
may seem small, it averages a great deal 
more. In the first group which visited 
the home office there were men with an 
average service of nine months and an 
average paid volume of $176,528. Since 
the inauguration of the plan 39 men 
have qualified for the home office con- 
ferences and the average period of serv- 
ice has been ten months with average 
paid production of $167,410. Informal 
conferences are held at the home office 
with the underwriting, actuarial, invest- 
ment, conservation, sales promotion sec- 
tions. A final round table conference is 
held at which the men exchange ideas 
not only for the benefit of each other 
but for the agency department as well. 
The results of the meetings have been 
satisfactory and the men return to their 
agencies with renewed spirit of enthu- 
siasm for their company and the busi- 
ness. Men who come from agencies lo- 
cated at a far distance from the home 
office are better able to answer the pros- 
pect who says that he never heard of 
the company. After the visit the agent 
can answer questions about the company 
that may have been difficult before be- 
cause he himself did not know much 
about it. 

When a man really masters his job 
to the point where he has the conscious- 

(CONTINUED ON PAGE 17) 





DIRECT RESEARCH BUREAU AFFAIRS 











This picture shows the directors and executive committee of the Life Insurance 
Sales Research Bureau, which is holding its annual meeting in Chicago this week. 

Front row—John Marshall Holcombe, Jr., bureau manager; Jerome Clark, vice- 
president Union Central; S. T. Whatley, vice-president Aetna Life; R. B. Richardson, 
president Western Life; Miss Elizabeth C. Stevens, office manager. 

Second row—Richard Boissard, vice-president National Guardian Life; A. B. Olson, 
viee-president Guarantee Mutual Life; Vincent B. Coffin, vice-president Connecticut 
Mutual Life; Dr. E. G. Simmons, vice-president Pan-American Life; O. J. Arnold, 
president Northwestern National Life; H. E. North, vice-president Metropolitan Life. 


Third 


row—R. E. Irish, vice-president Union Mutual Life; H. T. Burnett, vice- 


president Reliance Life; E. H. Kinney, superintendent of agencies Equitable Life of 
Canada; S. C. McEvenue, general manager Canada Life; A. Mackenzie, assistant gen- 


eral manager Manufacturers Life. 





Frank's Equity Idea 
From Appearances 
Proves Not Radical 


S. E. C. Official Declares | 
Strengthens the Positon 9 
Investors 


WASHINGTON — The _ impression 
that the Securities & Exchange (Con. 
mission favors equity financing over lien 
financing for long-term securities, a 
inference which was drawn from the 
address of SEC Commissioner Jerome 
N. Frank before the National Associ. 
tion of Securities Commissioners, ap. 
pears to be without foundation and due 
mainly to incomplete or incorrect a. 
counts of Mr. Frank’s address. Be. 
cause the bulk of life insurance secur. 
ties investments are in bonds rather than 
in stocks, the idea aroused much dis. 
cussion and speculation as to what éf- 
fect the supposed attitude of the govern. 
ment might have. 

Scrutiny of the text of Mr. Frank's 
address revals that what he had in mind 
in suggesting that long-term financing 
bonds was the elimination of the tre. 
mendous waste in bankruptcy proceed. 
ings involved when earnings decline to 
the point where interest can no longer 
be paid on bonds. Mr. Frank believes 
that it would be better for investors 
who now buy bonds to purchase pre- 
ferred stocks, thereby giving themselves 
some measure of control over manage- 
ment without having to wait, if things 
should go bad, until the disastrous and 
costly stage of bankruptcy has been 
reached. 


Pertinent Points Quoted 


Following is the gist of Mr. Frank's 
opinion on this point, as expressed in 
his speech before the securities commis- 
sioners: 

“The bondholder, like the stockholder, 
is but a part owner in the enterprise. 
It might be said (to dramatize by over- 
emphasis) that he is, in the last push, 
merely a peculiar kind of preferred stock- 
holder without the right to select the 
management except in the event of de- 
fault, bankruptcy, and reorganization. 

“It is true that when investments in 
a corporation consist entirely of stock, 
the power of the management may be 
considerably greater. For, when earn- 
ings fall off, the directors can fail to 
pay dividends. They cannot, however, 
refuse to pay interest on bonds without 
causing default, bankruptcy and reorgan- 
ization. And, in such a reorganization, 
the bondholders are in a theoretical posi- 
tion to demand, and sometimes do de- 
mand, that a new management be in- 
stalled. Reorganization thus creates an 
opportunity for a thorough scrutiny 0 
the past conduct of the management. 
And this opportunity, which is some- 
times availed of, may be highly desir- 
able. But such scrutiny, via bankruptcy 
and reorganization, is an excessively 
wasteful means of obtaining such an in- 
vestigation into the past conduct of the 
management. We may perhaps, Con- 
clude that, if possible, other devices for 
procuring such investigations should be 
devised. 

“Tt is also true that when a corpora- 
tion is financed entirely through stocks, 
an old management can often continue 
in power if it fails to earn or pay divr 
dents over a long period. But many 
corporate charters provide, and all cor- 
porate charters could be made to pro- 
vide that in the event of a failure to pay 
dividends on preferred stock for a given 
period, the voting power shifts and is 
restricted to that preferred stock which 

(CONTINUED ON PAGE 15) 
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Tells Importance of 
Impersonal View 


Dr. Dingman Speaks Before 
Institute of Home Office 
Underwriters 


The importance of gaining an imper- 
sonal perspective of underwriting prob- 
lems was discussed by H. W. Dingman, 
vice-president and medical director of 
the Continental Assurance, before the 
annual meeting of the Institute of 
Home Office Underwriters this week in 
Louisville. To be complete, he said, 
this perspective must correlate the ex- 
perience of the past, the personalities of 
the present and the trends of the future. 

“Know the past, and we are far ad- 
vanced in knowing the future. Know 
the recent past, and we know that 
young adults are buying as they did 
not buy a generation or two ago. Not 
only young adults, but juveniles. It is 
not uncommon to see substantially sized 
applications on persons in the teens and 
younger, even on infants. The insur- 
ance fraternity owes a debt to industrial 
companies for developing this large 
field of prospects. Women are being 
insured in larger amounts and with 
greater frequency than ever before,” he 
said. “The insurability problem with 
women remains now as it has always 
been—adequate examination and ade- 
quate history. They should be safer in- 
sured, and they are if adequate history 
and examinations are obtainable.” 


Increasing Liberality 


Insurance is fortunate to be in posi- 
tion to show increasing liberality toward 
juveniles, women, and preventable or 
defeatable disease conditions, stated Dr. 
Dingman. However, these trends are 
counterbalanced because of unfortunate 
experience with older applicants, with 
larger amounts and with high cardio- 
vascular mortality. Manifestly then the 
underwriting of tomorrow is going to 
show strictness with (a) age over 50, 
(b) amount over 50 and (c) other car- 
dio-vascular suspects. “These three 
groups are combinable into one, our old 
time friendly enemy, anti-selection. Ap- 
plicants in their 20’s and 30’s seldom 
buy insurance though frequently they 
are sold, and after the agent shows 
them the desirability of an insurance es- 
tate for death or old age, all too fre- 
quently they remain unconvinced. Old 
age is something that happens to 50 
year olders. Death happens to 60 year 
olders. But 30 year olders are different. 
There is no such age as 50-60-70 except 
for grandparents and wealthy uncles,” 
he said. “The 30 year olders buy grudg- 
ingly and lapse easily. The company 
may select, but not they. 


Discusses Older Groups 


“The 40 year older has had more time 
for more things to happen. He begins 
to want insurance but not yet to the 
degree of the 50 year older. Amount- 
over-50 falls largely in the age-over-50 
class. It is the elder man usually who 
has had time and opportunity for ac- 
quiring the wherewithal to buy large 
amounts of insurance. Many of the 
amount-over-50 applicants have over- 
drawn too much too often. The same 
intelligence that has made them suc- 
cessful in business deals makes them 
successful in obtaining insurance. They 
out-select us,” he said. 

The pre-cardio-vascular group can be 
Semslocs by several signs, stated Dr. 
7 Ingman, perhaps none more significant 

an age-over-50 and amount-over-50. 
Age-over-50 means time elapsed for de- 
8enerative signs if the body naturally 
= 4 ruggedness that should carry to 
= —— ——-. Amount-over- 

uggests the driving energy typical 
of the successful daewites becom 
man. That driving energy, he said, 
may mean disregard in common sense 





in eating, drinking and relaxing. It 
may mean too much ambition, too 
much concentration, too much tense- 
ness. The goal of success is attained 
and then the bill is presented, a bill 
that all too frequently is for hyper- 
tension, or coronary disease or peptic 
ulcer, he said. The pre-cardio-vascular 
group must always be suspected if there 
is history of hypertension. 


Importance of Blood Pressure 


“Blood pressure is becoming a more 
and more important means in appraising 
a risk. And if our blood pressure quali- 
fying standards appear increasingly 
rigid, which they are, nevertheless good 
is obtained by preserving safety for pol- 
icyholders already on our books, and 
by focusing attention on the condition 
so that public health is improved. The 
work that insurance medicine is doing 
in combating cardio-vascular ailments is 
comparable to the job preventive medi- 
cine is doing in eliminating infections. 
Insurance medicine in ceaseless mor- 
tality studies on cardio-vascular-renal 
impairments,” he said, “is not only lay- 
ing down standards of health, but is for- 
mulating the principles whereby those 
standards may be retained. Frequently 
our agent associates protest that we are 
erecting hurdles that eliminate many ap- 
plicants who otherwise would qualify. 





We are. We recognize the danger of 
age-over-50 and amount-over-50 and we 
combat it. Underwriting perspective re- 
quires unceasing study of the large 
fields of public health, clinical medicine 
and insurance experience, in order that 
our present day applicants may have the 
future security that all of us demand, 
agents no less than home office under- 
writers. We who are senior students 
of the subject must recognize our ob- 
ligations to all the personnel of under- 
writing, the agent, examiner, inspector 
and home office selector. We must sel 
our agents to the reasonableness of our 
standards. It has long been an insist- 
ence of mine that we should sell our 
agents rather than tell. Agents are our 
underwriting associates. They select 
applicants out of prospects. We who 
work in home offices select policyhold- 
ers out of applicants.” 


J. R. Leal Is Speaker 


J. R. Leal, vice-president and secre- 
tary Interstate Life & Accident at Chat- 
tanooga, in discussing ‘Underwriting 
Reinstatements,” called attention to cer- 
tain phases of underwriting applying 
primarily to the reinstatement of poli- 
cies on risks already accepted. In the 
early days of life insurance, he said, the 
policies issued did not contain any pro- 

(CONTINUED ON PAGE 13) 





Pilot Life Honored 
tor Sales Material 


Word has been received by the Pilot 
Life of Greensboro, N. C., that material 
on one of its sales campaigns which 
was entered in a recent contest held by 
the Dartnell Corporation was one of less 
than a dozen receiving a final award of 
excellence. The Dartnell Corporation 
of Chicago supplies sales promotion ma- 
terial to over 3,000 business subscribers. 
A gold medal properly inscribed by 
Dartnell was awarded to the Pilot. 

The particular campaign in question 
was the “Best Man” boxing contest of 
1937, in which connection a letter to the 
Pilot field force was received from the 
former world champion, Jack Dempsey. 





Embry’s Football Campaign 


The annual “30-day football game” 
campaign of the A. M. Embry agency 
of the Equitable Society in Kansas City, 
opened Nov. 1. Last year it produced 
$2,845,000 paid business the last two 
months of the year. H. C. Booker, as- 
sistant manager, and Ben T. Embry, 
supervisor, have just completed several 
meetings in the campaign in Kansas 
and western Missouri. 
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because we do enjoy life. QE Look at this life insurance plan. 
— 


and I are living, and 1 want to enjoy life.” 


I said to my husband, “Don't be talking to me as though a sword were 


hanging over your head. hig I don’t want to think about such things. You 
S 


2) 
N} Then he said to me, “All 
vy 


4 


right, let’s talk about living. You know it’s not easy for us to save money, 


Bo) See how the cash val- 


ues grow steadily. year after year; when we're old there'll be a nest-egg far bigger than most people 


have. ay You know how hard it’s been for us to stick to any definite savings plan. But this 


life insurance is different. When a man gets started on it, he keeps his teeth in it. Ca He saves 


automatically—and he never loses his savings through unlucky investment. And now, if you'll pardon 


me—look at the insurance part. See how the insurance is heavier at first, while the children are still 


A ¢ 
growing up. BD: It might be easy enough for you to take care of yourself if I should die, but not 


to raise and educate a couple of youngsters. Sti Notice the educational fund for the children, 


whether I live or die. See how the amount of insurance drops in later years, when we need it less. And 


notice how the cash values pile up, at the time when you and I will be looking for a place in 


the sun.” Bsa I said to him, ‘‘Did you figure this all out by yourself?” ae He said, “‘Of course 
Pr . 


not. I’m no insurance expert. But I'm a good enough business man to go to someone who is.” 


The life insurance plan, intended primarily to protect a 
wife and children, is perhaps also the surest way to save 
for old age. because the saving is done automatically. as a 
part of the greater program. Let your NWNL agent help 
you draw a sound. life-time plan, starting with the life in- 
surance you already own. He knows how to do it, b of 


he has been thoroughly trained to analyze your true in- pared with the fine record of all A i 


surance needs, and to cover them in the most economical 
way. He knows also that his company does not grant in- 
surance which, in its judgment, does not render a genuine 
service to the policyholder. He represents one of the sound- 
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NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY 


STRONG 


O. J. ARNOLD, President 
Minneapolis, Minnesota 
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This is a reproduction of N“'NL’s latest national magazine advertisement. 
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History Ki: epeats 


History repeats. If Conti- 
nental’s past is an index to 
its future, another great com- 
pany is in the making. 

Today, Continental is com- 
paratively young. Yet... 
Continental took fewer years 
to write its first hundred mil- 
lion than any other American 
stock company. It has shown 
growth in assets and insur- 
ance in each and every year 


of its history. 


Continental’s growth has 
been sound, healthy, steady 
...in the historic pattern of 
the great institutions of its 
kind. 

Opportunities for growth... 
your personal growth... are 
numerous when expansion is 
vigorous. Investigate. . . his- 
tory does repeat. 








Sees 
ASSURANCE COMPANY 
CHICAGO, ILLINOIS 


Affiliated with 
CONTINENTAL CASUALTY COMPANY 








New York Savings 
Bank Policy Rates 


Insurance Department 
Publishes Premium Scale 
to Be Employed 


NEW YORK—Premium rate scales 
for savings bank life insurance in this 
state were announced this week by Paul 
R. Taylor, deputy superintendent of the 
New York department in charge of this 
form of protection. 

The premium rates generally appear 
to be about midway between the non- 
participating and participating rates of 
private companies. They are, of course, 
intended to be participating, such divi- 
dends to be declared by the savings 
bank life insurance division of the New 
York department. 


Do Not Fear Competition 


Life men were not concerned over 
the scale, although it is appreciably 
under the usual participating level. 
They pointed out the dividends to be 
apportioned undoubtedly will be on a 
low level. Limited volume of business 
that is expected also probably would 
have some effect on the dividends set by 
the department, as would the low initial 
life insurance funds of banks writing 
this protection. It is believed the par- 
ticipating .banks will not be able to 
secure the broad investment diversifica- 
tion of life companies, and this also will 
be reflected in the dividend apportion- 
ment. 

Mr. Taylor stated the rate scale is 
based on American Experience 3 per- 
cent table, with 12 percent loading plus 
a constant of 35 cents per $1,000, except 
in the case of five-year renewable term, 
which has an 18 percent loading plus, a 
constant of 35 cents per $1,000, 


Banks Not Yet Listed 


Mr. Taylor said the scale shown 
below has been “definitely adopted.” 
However, the division will not know 
definitely the names of banks electing 
to take advantage of the privilege under 
the new law authorizing savings banks 
to sell life insurance until they make 
application and secure approval by 
Superintendent L. H. Pink. 

The division now is concentrating, 
Deputy Taylor said, on drafting the 
approved form for straight life insur- 
ance, which is expected to be ready for 
distribution in two or three weeks. The 
premium rates are: 


Premium Rates Per $1,000 
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Editor to Speak _ 


—— 





RAYMOND MOLEY 


One of the distinguished speakers be- 
fore the forthcoming meeting of the Life 
Advertisers Association convention at 
Atlantic City will be Raymond Moley, 
contributing editor of “News Week,” 
who was formerly close to the federal ad. 
ministration at Washington and was one 
of the so-called “kitchen cabinet.” He 
is a former college professor. 
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*Not issued under age 15. 

Renewable to age 65. 

tFor renewal only. 

Premium rates for children’s policies 
also are given ages 1-10, maximum face 
amount authorized being $400. For 
ages under 10 the insurance is graded, 
starting at $50 for attained age 1, and 
increasing $50 for each year of attained 
age to the maximum of $400 at age 8 
and over. Four forms are shown, 
straight life, life paid up at age 65, en- 
dowment at 65 and 20 payment life. 
The premium rates are: 
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Semi-annual, quarterly and monthly 
rates also are quoted for all forms ex- 
cept five year term. 


Non-can Disability School 


The Massachusetts Indemnity this week 
for three days conducted a noncancella- 
ble disability school for brokers at De- 
troit, believed to be the first of its kind 
in the country. Managers and super- 
vising general agents from a large ter- 
ritory attended.. Hugh C. White, super- 
vising general agent at Detroit, was 
the host, and James C. McDonough, su- 
pervisor of agencies at the home office, 
took part. The course wound up on 
Thursday at a luncheon at which Com- 
missioner Gauss was the speaker. 
W. W. Pierce, Chicago manager, was 
one of those attending. 


The Acme Hospital & Life has been 
licensed in Minnesota to write hospital 
insurance for individuals. Offices are in 
the Pioneer building, St. Paul. Alex 
Finkelstein is manager. 
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Human Values Being 
Underwritten Today 


Contribution Life 
Insurance Is Making to 
the Country at Large 


The theme for the annual meeting of 
the Association of Life Insurance Presi- 
dents at the Waldorf-Astoria in New 
York City, Dec. 1-2, is “Underwriting 
America’s Human Values.” As already 
announced, Julian Price, president of 
the Jefferson Standard Life, will pre- 
side and deliver the opening address. 
F. N. Julian, insurance commissioner of 
Alabama and president of the National 
Association of Insurance Commission- 
ers, will represent that organization. As 
usual, some Canadian statesman who oc- 
cupies a position of high importance in 
the Dominion government will speak. 
Life insurance medicine is always rep- 
resented on the program. The produc- 
tion department of company work will 
also have its spokesman. Life insurance 
investments, a truly gripping theme 
these days, will be exploited by a prom- 
inent executive. 

In speaking of the program, the asso- 
ciation management says: 


Contribution of Life Insurance 


“Responsibility and opportunity in 
underwriting human values extend to 
every walk of American life. Our theme 
applies, broadly, to government, educa- 
tion, industry, and other fields of activ- 
ity which will be represented on our 
program and, in a special sense, to life 
insurance. In offering, particularly to 
persons of moderate means, opportunity 
to create estates, to provide retirement 
incomes, to guarantee payment of mort- 
gages and other obligations, to build 
educational funds and to meet many 
other important personal needs, life in- 
surance makes a vital and unique contri- 
bution to the security and stability of 
American life. Through its stewardship 
over funds built up from the savings of 
policyholders, life insurance helps to 
supply the capital needs of the nation, 
aiding enterprises which are essential to 
the entire country and which tend to 
broaden the economic opportunities of 
the whole people. Thus, the function- 
ing of life insurance protects the very 
wellsprings of American life. It is an 
underwriter of America’s human values 
—social, economic, cultural, as well as 
those which are deeply personal in na- 
ture. 


Results of Special Surveys 


“Special surveys now in progress will 
permit the presentation to the conven- 
tion of data revealing significant trends 
in various aspects of the life insurance 
business, Such material not only will 
be of professional interest to those en- 
gaged in the business, but also will con- 
tribute to the layman’s comprehension 
of life insurance. An appraisal of what 
the American people are accomplishing 
by utilizing life insurance as an under- 
writer of human values will be made 
possible by estimates of the year’s new 
business and of total life insurance in 
force. Estimates of the year’s disburse- 
ments to policyholders and beneficiaries 
will tell the story of life insurance per- 
formance in preserving human values.” 


Upholds Interest Provision 


The New Jersey court of errors and 
appeals has affirmed the decision of the 
lower court setting aside an order of 
the New Jersey commissioner, who dis- 
approved policy forms filed by Colum- 
bian National Life. The commissioner 
acted on the ground that provisions in 
the contract calling for interest on pol- 
icy loans at 6 percent, payable in ad- 
vance, were in violation of the New 
Jersey usury act. 

The question is, according to the court 
of errors and appeals, whether the com- 
missioner was right in holding that a 
clause providing for interest on policy 





loans at 6 percent, payable in advance, 
was in violation of the usury act. There 
is nothing in the statute, the court 
stated, prescribing “when” the interest 
is to be “taken.” The commissioner 
was not legally justified in rejecting the 
policy form. 





Wages and Hours 


Insurance men believe their offices are 
exempt from the new federal wages and 
hours bill. The law was passed under the 
powers of Congress over interstate com- 
merce, and it was held half a century 
ago that insurance is not commerce. 
However, there are few offices that 
would be affected. The minimum wage 
is 25 cents an hour and there are 
few insurance clerks getting so little. 
The maximum week is 44 _ hours, 
reducing eventually to 40 hours, and 
most insurance offices would be un- 
affected. Some states are supplementing 
the federal act and state laws would in- 
clude insurance offices. 





Requires $50,000 Surplus 


_LITTLE ROCK — Foreign mutual 
life companies to meet Arkansas re- 
quirements for licensing must have min- 
imum surplus of $50,000 in cash or ap- 
proved securities, according to’ an opin- 
ion by Attorney-General Holt. 





Cleary Comments on 
Investment Field 


President M. J. Cleary of the North- 
western Mutual Life, in commenting to 
the directors on the nine months figures, 
spoke about the investment problem, 
summarizing his remarks as follows: 

“Finding satisfactory outlets for the 
funds we have to invest continues to 
be our major problem. The interest 
rate obtainable on sound investments is 
at the lowest level of recent years and 
the volume of securities available is 
small. There is relatively little new 
financing and only a moderate amount 
of refunding in the classes of bonds in 
which we are permitted to invest. The 
trend of the year to date in other major 
factors has been reasonably satisfac- 
tory.” 





Canadian Institute Elects 


The Life Insurance Institute of Can- 
ada has elected the following officers: 
President, A. E. Pequegnat, assistant 
general manager Mutual Life of Can- 
ada; first vice-president, J. D. William- 
son, actuary Canada Life; second vice- 
president, E. E. Reid, vice-president 
and managing director, London Life. 


NEWS OF WEEK 








Evidence indicates federal insurance 
investigation attitude will be fair. 
Page 3 
*x* * * 


Twentieth Century Fund urges grad- 
ual lifting of moratoria. Page 10 
* * * 


Sun Life of Canada _ field force honors 
President Arthur B. Wood on his 45th 
anniversary with the company. Page 8 

* * * 


Association of Life Insurance Presi- 
dents announces that the theme for its 
annual meeting is “Underwriting Amer- 
ica’s Human Values.” Page7 

*x* * x 

Speakers are announced for the an- 
nual meeting of the Life Advertisers As- 
sociation at Atlantic City. Page 8 


* * * 


_ Collateral value of life policies _receiv- 
ing much wider recognition, Phoenix 
Mutual official tells New Jersey bankers. 
Page 9 

* * * 


Greater trend toward participating 
business by non-par companies seen. 
Page 10 
* * x 


A. H. Kahler, superintendent of agents 
of the Indianapolis Life, is made_second 
vice-president, — Page 18 

* 


Symposium on selection of agents at 
meeting of Associated Life General 
Agents & Managers at Detroit conducted 
by H. K. Schoch, general agent Aetna 
Life. Page 26 




















321 Years.... 


Loyalty of its field men is one of the most potent factors in 
the building of any life insurance company. 


While this intangible quality may be indicated in many ways, 
probably the most forceful expression is in their length of service 
with a company. 


The Pilot Life Insurance Company, which recently cele- 
brated its 35th Anniversary, is proud of the fact that sixteen of 
its active field representatives have a total service record of 
321 years—an average of over twenty years per man. 


PILOT LIFE INSURANCE CO. 


Greensboro, North Carolina 


Emry C. Green, President 
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Noted Speakers for 
Life Advertisers 


Star Program Announced 
for the Forthcoming Annual 
Meeting 


Raymond Moley, once a fervid “brain 
truster,” but now an outspoken critic of 
the administration as contributing editor 
of “News-Week,” will climax two ses- 
sions of red letter speakers on. the 
concluding day of the Life Advertisers 
Association at’ Atlantic City on Nov. 16. 
Mr. Moley, who teaches public law at 
Columbia University, and is one of the 
outstanding authorities on criminal law, 
was assistant secretary of state before 
he left Washington to undertake the 
publication of “Today,” which was later 
merged with “News-Week.” His sub- 
ject will be “How An Editor Looks at 
the Agent,” and will deal with the 
public reaction to, the agent and to the 
life insurance business. 


Other Speakers Announced 


Vice-president James A McLain of 
the Guardian Life, who has been one of 
the leaders in educating life insurance 
men in the programming technique, will 
speak on “How We Sold Programming 
to the Field.” ; 

Ward Phelps of the Life Insurance 
Sales Research Bureau, who has studied 
life insurance sales methods in the 
United States and abroad, will bring to 
the convention the vast experience of 
the bureau in the field of sales cam- 

aigns. 
D G. Hunter, vice-president and 
agency manager Phoenix Mutual Life, 
will discuss the future of the agent and 
the agency system. Colonel Hunter has 
served his company as agent, supervisor 
and manager prior to his selection as a 
major company executive. 

Alice E. Roche, originator and man- 
ager of the sales promotion bureau_of 
the Louis F. Paret agency, of Phila- 
delphia, will discuss advertising from 
the agency’s point of view. Miss Roche, 
who is permanent holder of the “Printed 
Salesmanship” trophy for the most out- 
standing work in merchandising and 
direct mail done by a woman, was one 
of the pioneers in the field of advertis- 
ing the agency unit. 


Will Have a Sound Film 


A sound film, “Word Magic,” will be 
presented by C. V. Pickering, advertis- 
ing manager Aetna Life, and a forum 
on house magazines will be conducted 
by J. H. McCarroll, vice-president of 
the association and advertising manager 
of the Bankers Life of Iowa. Partici- 
pants in the forum will include the fol- 
lowing editors: L. C. Cushman, Massa- 
chusetts Mutual; Bart Leiper, Provident 
Life & Accident, and Noyes, 
Phoenix Mutual Life. ; : 

John A. Stevenson, executive vice- 
president Penn Mutual Life, will close 
the meeting with an address on “How 
the Company Can Help Build the 
Agent’s Prestige.” 





Sales Talk in the Policy 


V. V. Veatch, actuary of Texas Life, 
is the originator of an idea that has 
proved successful in selling and keep- 
ing sold the policies of that company. 

The second page of the policy, which 
in the legal cap form is usually blank, 
has been utilized to tell the policyholder 
all of the good things that his policy 
will do for him and his_ beneficiary. 
Starting off with “Did You Know?”, the 
page gives the premium, age, type of 
policy, face amount and 13 possible set- 
tlement options, all in interesting and 
conversational style. The absence of 
any technical wording makes this page 
easy to read and to understand. 

This page is actually a copy of the 
proposal form that was submitted to 
the prospect originally so that it has 
the added advantage of recalling all the 


MONTREAL—The world-wide field 
organization of the Sun Life, including 
over 3,000 branch managers, agency as- 
sistants and agents has presented to the 
company an oil painting of President 
Arthur B. Wood to mark his completion 
of 45 years of continuous association. 
The painting which is by Sir Wyly 
Grier, president of the Royal Canadian 
Academy, was accepted by Mr. Wood 
on behalf of the company at a banquet 
held Friday and with it a book con- 
taining the names of the subscribers all 
over the world. These presentations 
were made by Leo Broadhurst of To- 
ronto, a member of the field force with 
the largest number of honor roll and 
special mention citations to his credit. 
The official hosts were Director of Agen- 
cies W. Stewart Penny, who presided as 
chairman, and Mrs. Penny. The toast to 
Mr. Wood was proposed by John A. 
Tory, supervisor western Ontario; D. J. 
Scott, manager at Chicago, who pre- 
sented a framed photograph of the oil 
painting to Mrs. Wood. 


World-Wide Production Campaign 


During the last month a world-wide 
production campaign has been in prog- 
ress in honor of this occasion. The rec- 
ord of business during the period was 
handed to Mr. Wood by President 
Geyelin of the senior production club. 

To show the development of the Sun 
Life during the 45 years of President 
Wood’s association, one has to compare 
the assets in 1893, $4,001,776, with the 
end of last year, $831,291,743. In 1893 
there was written in new _ business 
$8,791,903 and last year $250,064,011. The 
business in force at the end of 1893 was 
$27,799,756 and at the end of 19837, 
$2,897,589,103. It paid policyholders in 
1893, $343,413 and last year $76,303,342. 

The presentation committee consisted 
of John A. Tory, Toronto, chairman; D. 
A. Cameron, Boston; D. J. Scott, Chi- 
cago, and Neil D. Sills, Richmond, Va. 


Wanted to be a Physician 


Forty-seven years ago Mr. Wood was 
a sophomore at McGill University. At 
that time he wanted to switch his course. 
He desired to follow his father’s busi- 
ness, he being a country doctor at 
Knowlton, Que. The dean of arts at 
McGill intervened and convinced young 
Wood that it would be unwise to give 
up the subject for which he had a fine 
aptitude, viz., mathematics. He became 
a school man. He desired to earn 
enough money to continue his studies 
in medicine. Dr. H. M. Torry, then a 
professor of mathematics in McGill, had 
been asked to find for the Sun Life a 
promising young mathematician and he 
recommended Mr. Wood. He went to 
the Sun Life as chief clerk in the actu- 
arial department after his year of 
teaching. 


Headed Agency Organization 


For five years during his tenure of 
office Mr. Wood assumed control of the 
agency organization and ran the entire 








Penn Mutual Joins 
American Life Body 


The Penn Mutual Life has been 
elected a member of the Amer- 
ican Life Convention. This addi- 
tion increases to 147 the number 
of member companies. Arrange- 
ments for admission of the Penn 
Mutual were made by A. E. Pat- 
terson, vice-president, while he 
was attending the A. L. C. an- 
nual meeting in Chicago recently, 
where he was a guest speaker. 
The Penn Mutual is one of the 
major additions to the A. L. C. in 
recent years, being one of the 
very large eastern companies. 





reasons why the policyholder made his 
original decision. 








Sun Life Men World Over 


Honor Their President 


field force. He is a very human man 
and this characteristic is especially no- 
ticeable in the relationships between Mr. 
Wood and the agents. At the conven- 
tion at Aigonquin Park accommodations 





ARTHUR B. WOOD 


were at a premium. President Wood 
suggested to John A. Tory, manager of 
western Ontario, that the two sleep in a 
tent and make room for the agency men 
in the hotel. 

While Mr. Wood is an accomplished 
actuary he admits that the purely mathe- 
matical side of actuarial science has not 
been his guiding star. What has cap- 
tured his imagination and dominated his 
business life has been the practical ap- 
plication of actuarial principles. When 
J. C. Tory resigned as executive head of 
the agency force to become lieutenant 
governor of Nova Scotia then Mr. Wood 
stepped in the breach which gave him an 
opportunity to test his actuarial back- 
ground. 

Mr. Wood has contended all along 
that the good actuary is to the life in- 
surance business what the good engineer 
is to a piece of machinery. 





Largest Exhibit of L. A. A. 
Expected at Atlantic City 





L. C. Kiesling, Continental American 
Life, exhibits committee chairman 
Life Advertisers Association, has re- 
ceived requests from 58 member com- 
panies for exhibit boards on which to 
display their advertising material at the 
annual convention of the Nov. 
14-16 at the Hotel Traymore, Atlantic 
City. Requests are still coming in for 
exhibit boards and it is expected 65 
companies or about 65 percent of the 
membership, will exhibit. 

This year’s display is expected to be 
the largest ever put on, with an esti- 
mate of more than 500 exhibits. For 
competitive purposes the companies are 
divided in three groups according to 
size, and in each group there are 12 
classifications. Certificates denoting ex- 
cellence of material will be awarded to 
the three leading companies of each 
group in every classification, and to the 
member company in each group scoring 
the greatest number of points for ex- 
hibits displayed a suitable trophy will 
be awarded. 

The judging of all material exhibited 
will be done by Rowe Stewart, presi- 
dent Stewart-Jordan Company, Phila- 
delphia advertising agency; R. B. Hull, 
managing director National Association 


of Life Underwriters, and M. L. Men- 
delsohn, assistant business manager 
“Press-Union” newspapers, Atlantic 


City. Awards will be made by Mr. 








Kiesling at the dinner meeting Nov. 16. 


Many Want to Lend 
On Life Policies 


One Concern Offers 
21/2 Percent If the Loan 
Exceeds $25,000 


NEW YORK—The almost complete 
stagnation in the demand for money has 
led to a marked increase in the number 
of concerns seeking to lend money on 
life insurance policies at interest rates 
considerably lower than the 6 percent 
figure guaranteed in the policies them- 
selves. Most of these lenders operate 
with comparatively little publicity, 

Probably the most aggressive and 
outstanding exception to this rule, und 
also to the general unwillingness of 
banks to offend life company or agency 
depositors, is the Hudson County Na- 
tional Bank of Jersey City, N. J. This 
institution has advertised quite exten- 
sively and now has in the neighborhood 
of $2,000,000 of policy loans on its books, 
Much of its policy loan business comes 
from the Manhattan side of the river, as 
advertising has been run in the New 
York City papers. It does not lend 
amounts below $25 but above that figure 
the interest rate is 4%4 percent and 
above $5,000 it is 4 percent, that being 
the minimum rate. 


Lowest Is 214 Percent 


The lowest rate offered anywhere is 
that quoted by a New York City firm 
of money brokers which will lend on 
policies at a 2% percent rate but only if 
the loan is $25,000 or more. This con- 
cern is not interested in policy loans of 
less than $10,000. Questions as to what 
the rate would be for loans in the $10,- 
000 to $25,000 class met with consider- 
able reticence, but the inference was 
that the rate would be in the neighbor- 
hood of 234 percent. 

Since life company home offices and 
agencies carry substantial accounts in 
many of the New York banks, these in- 
Stitutions are unwilling to make any sort 
of play for policy loan business, know- 
ing that it is against the interest of the 
insurance people. However, most of 
them will grant such a loan if a deposi- 
tor insists on it. 

One angle to the borrowing of money 
on policies from anyone but the insur- 
ance company is the loans so made are 
generally of the demand variety. This 
means that they could be called on short 
notice, although of course the money 
could always be borrowed in the regu- 
lar way from the insurance company. 


Raps Canadian Annuity System 


Denouncing and criticising the Ca- 
nadian Government’s annuity system 
and the abnormally low rates charged 
for annuities, as well as the apparent 
lack of government interest in increas- 
ing deficits and concomitant gains in 
taxation, A. P. Earle, president of the 
Montreal Life, has addressed an open 
letter to the minister of labor in the 
Canadian federal government, pointing 
out how these developments, jointly, 
are creating difficulties for insurance 
companies operating within the jurisdic- 
tion of the federal government. 








Mutual Elects Davison 


The Mutual Life of New York has 
elected F. Trubee Davison, president 
American Museum of Natural History 
and former assistant Secretary of War, 
to its board of trustees. He succeeds 
Stanley Field of Chicago, who resigned. 





John Hancock Convention 


Convention of John Hancock general 
agency leaders for 1939 will be held at 
the Mayflower Hotel, Washington, 
D. C., Sept. 6-8. : 





Company reports, policy facts, rates 


and values all covered completely in the 





1938 Unique Manual-Digest. $5. National 
Underwriter. 
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Collateral Use of 
Life Policies 


Phoenix Mutual Official 
Talks on Modern Trend 
Before Bankers 


NEWARK—Use of life insurance as 
collateral seems to have risen sharply, 
B. L. Holland, associate counsel Phoe- 
nix Mutual, said in a talk before the 
New Jersey Bankers Association. The 
development has been most marked 
since 1929. Prior to that life policies 
were not used to any extent for this 
purpose. Recent economic developments 
apparently have brought the use of this 
form of collateral into prominence for 
two reasons, he said. } 

“In the first place, during the decline 
in the value of securities subsequent 
to 1929,” said Mr. Holland, “it became 
necessary for creditors to secure what- 
ever additional security the borrower 
might have available. In a great many 
cases, life insurance policies were 
pledged as additional security as a mat- 
ter of last resort. However, as the orig- 
inal collateral continued to depreciate, 
the life insurance taken under such cir- 
cumstances became more important, and 
it was probably at this time that the 
first serious study of the problems of 
the use of life insurance as collateral 
began to be made by various creditors. 


Idle Funds Situation 


“The second development came from 
a directly opposite influence. Within 
the last few years, the outlet for the 
investment of funds of banks and other 
loaning institutions has been’ very 
greatly limited. All investment depart- 
ments have been carefully and diligently 
searching for methods of investing and 
loaning unproductive funds which have 
been accumulated. 

“At the present time, most banks are 
willing to make loans at a very much 
lower rate, provided an adequate secur- 
ity is available. Obviously, therefore, a 
loan made on the security of life insur- 
ance policies not to exceed the amount 
of the loan value available under the 
policies is a very attractive form of loan 
so far as banks are concerned, if proper 
title can be acquired to the policy, be- 
cause the loan by the bank may be 
made on short time paper and on any 
maturity date payment can be required 
by securing a loan from the insurance 
company. 

“There is no problem in the fluctua- 
tion of the value of the security as long 
as the insurance company is solvent, 
because the policy is given a definite 
cash value which increases with each 
additional premium paid. Therefore, in 
the last few years, considerable atten- 
tion has been given by some banks to 
securing this form of loan. 


Life Companies’ Problem 


“Obviously, however, insurance com- 


. panies have not been anxious to have 


their policy loans replaced by loans 
made by banks. Insurance companies 
are also having difficulty in finding an 
adequate outlet for their own surplus 
funds. Of course, in times when money 
can be easily invested at an advan- 
tageous rate of interest, there is some 
advantage in having the loan made by 
a bank because there is the definite 
obligation on the part of the borrower 
to repay the loan, whereas in connection 
with the life insurance policy there is 
no such obligation. 

“At the present time, however, such 
loans as are paid off by loans from banks 
cannot be easily reinvested and there- 
fore the insurance companies have no 
reason to encourage such loans, which 
can be made by the banks practically 
as demand loans because there is the 
right at any time to secure in cash the 
amount of the loan from the policy 
sete?” << 
_ He discussed other uses of collateral 
in which life policies could be used but 
were not to any extent: the peculiarities 
of life insurance as collateral, the effect 
of non-payment of premiums, the 





method of transfer as collateral, col- 
lateral assignment and absolute assign- 
ment, application of policy proceeds, and 
several other matters appertaining to 
collateral, 

In conclusion, he pointed out the fact 
that when properly arranged there is 
no form of collateral that offers better 
security than the cash value of a life 
policy issued by a reliable company, 
because the amount necessary to liqui- 
date the loan is always available. 





Cup Stays in Texas 


For the third consecutive time a 
Texas agency has acquired possession 
of the General American Life Presi- 
dent’s Cup. This time it goes to the 
Abilene agency, headed by W. J. and 
Victor Behrens, general agents. The 
basis for winning the cup is the largest 
percentage of increase in paid-for pre- 
miums, including life, accident and 
health and group insurance, for the third 
quarter of 1938, as compared with the 
same period in 1937, The cup moved to 
Abilene from Fort Worth, which led 
for the second quarter. San Antonio 
was winner for the first quarter. 

To date no agency has been able to 
win the cup for two successive quarters. 





A. W. Clubb, 46, a leading Union Cen- 
tral agent at San Antonio, Tex., died. 
He joined the Union Central in 1926. 





President Hamilton 
Will Retire on His 
75th Anniversary 


President Isaac Miller Hamilton of 
the Federal Life of Chicago at his 74th 
birthday anniversary luncheon an- 
nounced that he would relinquish the 
presidency a year hence, when L. D. 
Cavanaugh, executive vice-president and 
actuary, will become president. Mr. 
Cavanaugh is not only a life insurance 
executive but has taken a keen interest 
in accident and health insurance. At 
present he is the president of the Health 
& Accident Underwriters Conference. 
Mr. Hamilton has been at the head of 
the Federal Life since it started in 
1900. He owns control of the company 
and is arranging for its continuity. In 
speaking of Mr. Cavanaugh, he said: 

“Mr. Cavanaugh has been increas- 
ingly important in administration of the 
Federal’s affairs and will complete his 
twenty-fifth year in the company’s 
service in 1939. Early in his career he 
was with the Wisconsin insurance de- 
partment and then engaged in consult- 
ing actuarial work for a time before he 
joined the Federal in 1914 as actuary. 
Fifteen years ago he was elected vice- 





president and actuary, and has been ex- 
ecutive vice-president as well as actuary 
since 1931.” 





Knight Agency Ahead 

The C. B. Knight agency of the 
Union Central in New York City paid 
for $2,100,000 in October as against $1,- 
664,672 for the same month last year. 
For the year to date the figure is $14,- 
377,797 as against $16,765,359. 





McKeough Holds Open House 


A. E. McKeough, new general agent 
in Chicago for the Ohio National Life, 
held open house on Thursday from 3:30 
to 5:30 p. m. in his new offices, room 
2115, One North La Salle street. Many 


of Mr. McKeough’s former associates 
and friends called to extend good 
wishes. A number of letters and con- 


gratulatory telegrams were received. 





Bankers Life Revision 


The Bankers Life of Iowa announced 
it will change its policy forms Jan. 1 
but has not given details. It will ac- 
cept applications only until Dec. 17 on 
the present basis in New York, as no 
policy can be delivered there after Jan. 
1 with a 6 percent policy loan interest 
rate. 





HEADLINE NEWS! 
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Nonpar Companies 
Tending to Stress 
Participating Side 


More Easily Sold 
to Prospects Bullish 
on Interest Rates 


Emphasis on participating business 
by nonpar companies and in some cases 
the establishment of participating de- 
partments by companies hitherto solely 
on a nonpar basis appears to be a defi- 
nite trend. It is a natural outgrowth 
of the extremely low interest rates 
which prevail today and which many 
actuaries and investment men_ believe 
will continue for years to come despite 
fluctuations that may give the appear- 
ance of a reversal of the trend. 

This swing toward greater use of 
participating insurance does not mean 
that the company officials behind it are 
afraid of the guaranteed-cost principle, 
though it is readily conceded that par- 
ticipating insurance has a cushion that 
nonpar lacks and that the greater its 
ratio to nonpar the easier time a com- 
pany would have if interest rates were 
to dip unexpectedly and stay down for 
a long time. The reason for putting 
more stress on the participating depart- 
ment just now is that in view of pres- 
ent interest earnings nonpar rates must 
be pitched at a level which makes them 
increasingly unattractive as compared 
with participating contracts. As non- 
par rates are pushed up, the prospect 
realizes more and more that he is bound 
to keep paying the same rate even 
though interest rates might improve 
greatly. 


Might Also Be Gainer 


Actually, with the interest rate out- 
look as it is, the nonpar buyer is fully 
as likely to be getting more of a bargain 
than he is entitled to as he is to lose 
out by reason of the rate being guar- 
anteed. 

Thus, nonpar is available, as always, 
for the man who believes that the in- 
terest rates are going to stay where 
they are or perhaps go lower, and the 
participating contract makes its bid for 
the buyer who feels that the nonpar 
rates reflect too pessimistic an attitude 
toward future interest earnings. As 
nonpar rates are put up, there tend to 
be more and more prospects in the lat- 
ter class, hence there is a wider margin 
for the participating forms. 


Settlement Option Angle 


Experts who have been watching the 
interest rate situation believe that the 
nonpar companies would do well not 
only to keep premium rates high on 
non-par insurance but to make settle- 
ment options extremely conservative 
and to adopt a strict attitude toward 
going beyond the provisions of the 
modes of settlement as given in the 
contracts. It is pointed out that by 
leaving itself open on settlement options 
a company may be adding anywhere 
from one to three generations to the 
time it must guarantee to earn a speci- 
fied rate of interest. : 

The Travelers has taken care of this 
situation by eliminating options as such 
from its contracts. There are no op- 
tions in a Travelers policy but it is the 
custom to grant changes requested by 
existing policyholders or beneficiaries, 
in line with the company’s practice on 
new contracts, the latter being approxi- 
mately what other companies do under 
settlement options. The vital point of 


the Travelers plan is that the company 
knows just where it stands with rela- 
tion to future guarantees of interest 








Named New Chairman of 
Life Agency Officers - 








JEROME CLARK 


Jerome Clark, vice-president and sup- 
erintendent of agencies of the Union 
Central Life, was elected to succeed 
E. A. Olson, president Mutual Trust 
Life, as chairman of the Life Agency 
Officers Association’s executive com- 
mittee. As retiring chairman of the 
Sales Research Bureau’s executive com- 
mittee, Mr. Clark presented an able re- 
view of the bureau’s activities at the 
annual meeting in Chicago. 








Thurman Answers Calamity 
Howlers at Kansas City 


KANSAS CITY — Little sympathy 
with the calamity howler was expressed 
by Oliver Thurman, vice-president of 
the Mutual Benefit Life, before the 
Kansas City Life Underwriters Associa- 
tion. 

“I know conditions are bad but there 
is a tremendous reserve of value in 
ideas, techniques, and inventive powers. 
Your responsibility still is to preach the 
gospel of optimism,” said Mr. Thurman. 

The necessity of making adjustments 
in guarantees to policyholders and other 
changes due to economic conditions has 
been responsible for some public whis- 
pers questioning the soundness of life 
insurance, Mr. Thurman said. The time 
may come when it may not be possible 
for companies to earn 3 percent on re- 
serves but companies have over and 
above reserves a great deal of surplus 
on which they are earning interest. 
Even if earnings on reserves fall to as 
low as 2% percent, companies still can 
pay 3 percent on reserves and be per- 
fectly solvent. 








under settlement options. The company 
is privileged to change its practice at 
any time with relation to policies to 
which no specific agreement has been 
attached. 

Agents of the Travelers have found 
the arrangement to constitute no handi- 
cap as compared with the usual settle- 
ment option system. Policyholders who 
want a mode of settlement specified in 
their policies can have it. From a 
competitive point of view there is no 
noticeable difference between the Trav- 
elers plan and having the options in 
the policy. 

By reason of an almost complete ab- 
sence of possibility of adverse selection, 
the Travelers bases its annuity agree- 
ments when attached to the policy and 
selected by the insured, on a 4 percent 
basis. If it were not for the agreement 
being specified by the policyholder 
rather than by the beneficiary after 
the insured’s death it probably would 
not be possible to be so liberal, in view 
of present day interest rates. 


Debt Study Urges 


Gradual Shitt in 


Moratorium Laws 


NEW YORK—Gradual rather than 
immediate removal of mortgage mora- 
corium statutes adopted during the de- 
pression to stave off wholesale fore- 
closures is recommended by the Twen- 
tieth Century Fund as a result of its 
study on debt adjustment. 

The report states definitely that im- 
mediate removal of the various state 
moratorium laws would work serious 
hardships but points out that on the 
other hand a permanent moratorium 
would create an impossible situation. 
Moratorium laws were adopted by 22 
states during the depth of the depres- 
sion and only a few have revoked these 
measures or allowed them to lapse. The 
New York law, for example, bars fore- 
closure where taxes and interest pay- 
ments are met promptly. 


, Many Loans Shaky 


The report holds that many urban 
mortgage debts are in such bad shape 
that immediate rescinding of the laws 
would be inadvisable. 

“As soon as business activity and em- 
ployment rise again to a reasonably sat- 
isfactory level and a market for new 
loans is developed, steps should be 
taken to resume payments on mortgage 
principal,” the report states. “But after 
such a long suspension, creditors can- 
not safely be granted the right to de- 
mand the whole principal at once where 
mortgages are past due.” 

During the depression years various 
federal credit agencies refinanced about 
$5,000,000,000 of the total mortgage debt. 
However, a substantial part of the re- 
maining $25,000,000,000 of farm and 
home liens are still under the protec- 
tion of moratorium statutes. 

The Twentieth Century Fund’s com- 
mittee on debt also recommended that 
debt repayment plan should be more 
closely tied in with the “economic life 
and earning power of underlying assets,” 
and that appraisal of the security pledged 
for mortgage debts should be more 
“systematic and objective.’ It was 
critical of previous valuations which it 
termed “over-generous and _ over-opti- 
mistic.” 





Flint Goes to Detroit 


George M. Flint, Aetna Life group 
division, San Antonio, Tex., has been 
transferred to Detroit. He is succeeded 
by R. A. Pulley, a recent graduate of 
the group school at Hartford. 


Reliance Life Expanding 

V. J. Adams, superintendent of agen- 
cies western division Reliance Life in 
San Francisco, is attending the Life 
Agency Officers meeting in Chicago this 
week. He will go to the home office 
in Pittsburgh for a conference with the 
officers. On his return he will visit the 
western division offices. 

Mr. Adams reports a 3 percent in- 
crease on paid business for the first nine 
months for the western division. 

Plans call for intensive development 
of the Pacific Coast. For that reason 
Mr. Adams’ headquarters were trans- 
ferred to San Francisco last April. In 
line with this development, the Mark 
Hopkins Hotel in San Francisco was 
selected for the western division re- 
gional sales convention in July, 1939. 
An exceptionally interesting program is 
planned and a very large attendance is 
expected. 








A. A. Butler Joins Central 


A. A. Butler, who recently resigned 
as manager of the Fidelity Mutual Life 
in its 100 West Monroe street branch 
in Chicago, has joined the Central Life 
of Chicago and is making a special 
agency survey for President Alfred 
MacArthur. Mr. Butler was formerly 
manager of the Home Life at Denver 





and later at Chicago. 





Aduaries Are 
Studying Annuity 
Mortality Figures 


Early Approach to General 
Insured Mortality Held 
Unlikely 


NEW YORK—Actuaries are watch- 
ing annuity mortality closely in the hope 
of seeing some definite indication of the 
long awaited leveling off of the longey- 
ity of annuitants and its closer approach 
to the general mortality among insured, 
The more optimistic are hopeful that 
the rate increases that went into effect 
July 1 may be the last which will be 
necessary. 

Ever since annuity business began 
some years ago to climb out of the in- 
significant class, actuaries have been 
wondering how soon the exceptionally 
favorable mortality of annuitants would 
be affected by a greater spread of risk 
resulting from the wider public accept- 
ance of these contracts. However, suc- 
cessive rate increases have been neces- 
sary to keep pace with the experience 
on annuity business. 


Self-Selection Formerly Marked 


Years ago, when annuities were 
bought only by a very few, it was ob- 
vious that practically every annuity 
buyer had reason to feel fairly certain 
of making a substantial profit on the 
deal. Theoretically the broader pur- 
chase of annuities, and particularly their 
ageressive sale by agents once the po- 
tential demand was discovered, should 
bring annuitants’ mortality more nearly 
into line with the general mortality. 

Because of the length of time it takes 
to develop a reliable experience, no one 
is yet prepared to say that this reversal 
of the trend has actually begun. The 
investment yields, which in the old days 
used to offset the losses from mortality 
on annuities, can no longer be relied 
on to produce any margin, so it has be- 
come necessary to pitch rates more ac- 
curately for that reason. 


Factors for Longevity 


There are some reasons for believing 
that annuity mortality will not be in any 
hurry to approach the level of general 
insured mortality. One is that longevity 
under supplementary contracts, where 
there is less chance of self-selection 
against the company by the annuitant, 
shows little difference from regular an- 
nuity mortality. This is also the case 
with mortality under retirement annui- 


ties, where the annuitant starts his pro- ° 


gram years before he is due to receive 
the income. In both of these classes, of 
course, there is a certain amount of self- 
selection, since a prospect would be un- 
likely to initiate a retirement annuity 
program unless he felt confident he 
would live to enjoy it nor would he be 
likely, in programming his life insur- 
ance, to indicate a life income option 
for a sickly wife. Nor would such a 
beneficiary choose it for herself. 

Then too, there is the general im- 
provement in mortality among the en- 
tire population with the progress of im- 
proved sanitation and methods of fight- 
ing disease and preventing accidents. A 
recent study released by the League of 
Nations indicates a world-wide lowering 
of death rates. 


Effect of Class Selection 


Another factor that must be consid- 
ered is class selection in addition to in- 
dividual selection against the company. 
It is quite possible that because buy- 
ers of annuities in general are neces- 
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sarily confined to persons in the upper 
economic levels and hence living under 
the most hygienic conditions as a class 
they may be expected to show a meas- 
urably lower mortality than the general 
population or even than the general run 
of life insurance policyholders. This is 
more obvious when one considers how 
small a portion of the population can 
afford to lay aside money for substan- 
tial retirement benefits as compared with 
those who buy life insurance. 


Selection Against Ailing 


In this connection there is also the 
probability that it is the healthier 
specimens among the retirement an- 
nuity buyers, who are able to continue 
their programs clear through to retire- 
ment age. Even in life insurance, 
where it is obviously to the advantage 
of the sickly policyholder to hang on 
as long as he can, there is ground for 
believing that the selection process re- 
sulting from lapses and surrenders is 
more effective in shaking off the un- 
healthy than the healthy and that the 
net result is to improve mortality 
rather than to make it worse. What- 
ever there may be to this argument, it 


should certainly apply with much 
ereater force in the case of annual 
premium retirement annuities where 


there is no insurance involved. 

One inherent difference between an- 
nuitants’ mortality and any _ other 
group with which they may be com- 
pared is undoubtedly the peace of 
mind resulting from the assurance of 
an income that cannot be outlived. 
This state of mind appears to have a 
definite effect on the life span. 





Majority of Estates Are 
Found in Bad Shape 





Life insurance is the greatest stabi- | 


lizer in everyday American life, and 
has a value in intangible matters far in 
excess of the billions of money it pays 
to beneficiaries, Probate Judge J. F. 
O’Connell stated in the business-getter 
sales clinic of the Chicago Association 
of Life Underwriters. He spoke on 
“The Value of Insurance,” drawing 
from his experience in handling estates. 

D. M. Phipps, Northwestern Mutual, 
was program chairman, and Judge 
O’Connell was introduced by President 
C. B. Stumes of the Chicago associa- 
tion. 

Judge O’Connell said two-thirds of 
estates admitted to probate since 1933 
were in pitiful condition, 75 percent 
being virtually if not actually insolvent. 
Real estate bonds in many cases were 
responsible for this condition, not be- 
cause they were bad investments, but 
because of scarcity of market for them 
and the muddled tax situation in Cook 
county. 


Finds Much Poverty 


Many estates where there is an un- 
balance between insurance left and other 
investments caused widows and orphans 
to become impoverished, he said. 

“The situation as to widows and 
orphans and minor children where there 
is an insufficiency of life insurance in 
the estate, is one where they may be 
forced to face the future with dismay,” 
he said. He suggested wider public 
acceptance and appreciation of what 
insurance means when the family pro- 
vider is taken away. 

Judge O’Connell declared that the 
government’s policy in social insurance 
has awakened realization as to its value. 
Instead of making the American people 
satisfied with the insurance provided for 
them under the social security, he said, 
it has caused them to be more con- 
cerned than ever with the provisions for 
their declining, unproductive years. 

Life insurance companies are among 
the foremost of American economic 


institutions, he said. They own 5 per- 
cent of the wealth in America today. A 
sufficiency of life insurance, he said, 
provides for future strength, whereas 
lack of it often breeds for collapse of 
character. 








Railroad Troubles 
Due to Low Rates, 
Survey Indicates 


Financial difficulties of the nation’s 
railroads are not due to burdensome 
debt as is claimed by many people, but 
by freight and passenger rates that are 
the lowest in the world except in Japan, 

Travers, second vice-president 
Lincoln National Life in charge of bond 
investments, and F. B. Mead, Jr., of the 
investment department, find in a survey, 
results of which are printed in “Eman- 
cipator,” publication of the company. 

They predict that an upturn in gen- 
eral ‘business will greatly help the rail- 
roads, and argue that a rate increase of 
only one-seventh of 1 cent per ton mile 
would restore railroad credit. The aver- 
age cost of hauling a ton of freight for 
a distance of one mile is less than 1 
cent, they say. This slight rate increase 
which they recommend would be no 
greater than the $300,000,000 taxes 
which railroads now pay, a sharp in- 
crease from the pre-war level of only 
$70,000,000. 


Bonds Worth Holding 


Pending such action and recovery, 
they urge railroad bond quotations 
should not be stressed unduly by life 
company investment officials because 
the life companies now have $730,000,- 
000 cash and are under no pressure to 
sell securities. Any conceivable fault of 
income on the small railroad bond por- 
tion of the companies’ assets could not 
prove embarrassing, they state. The 
railroads continue to be an essential in- 
dustry, even now carrying an average of 
550,000 carloads a week. 

Competition of other methods of 
transportation is not a dominating fac- 
tor as volume of traffic hauled by trucks, 
they state, is still relatively small, al- 
though increase in truck traffic has been 
50 percent since 1929. This increase if 
secured by the railroads would have 
added only 3 percent to their present 
volume. 


Rails Still Dominant 


Messrs. Travis and Mead point out 
that the federal coordinator of railroads 
stated on the basis of a recent survey 
his opinion there was little future for 
long haul motor trucks, and railroads 
remain the superior medium for long 
hauls. The survey showed railroads 
carry 69 percent of the nation’s freight, 
pipe lines 9 percent, water carriers and 
motor trucks each 11 percent. 

While railroad traffic this year drop- 
ped about 25 percent, they say, this is 
no worse than the general drop of U. S. 
business. Motor trucks also are suffer- 
ing reduced volume. Despite the sharp 
traffic decline, 17 railroads earned their 
fixed charges with a margin to spare in 
the first seven months of 1938. 


Cite Santa Fe’s Position 


“Temporary failure to earn fixed 
charges does not forecast insolvency,” 
Messrs. Travis and Mead say. “For ex- 
ample, the Atchison, Topeka & Santa 
Fe failed to earn its fixed charges in the 
first six months of 1938, but because its 
financial position is strong, its under- 
lying bonds sell above par. It has $22,- 
400,000 cash besides large holdings of 
U. S. government bonds. The road’s 
recuperative powers were well demon- 
strated during July when earnings were 
sufficient to bring the fixed charge cov- 
erage for seven months up to one and 
one-third times. 

“It is interesting to know that even 
in the present depressed railroad bond 
market, the Lincoln National Life has 
$5,300,000 railroad bonds quoted above 
100 and another $1,800,000 quoted be- 
tween 90 and 100. 

“In the reorganizations to come to 
the weaker roads, much junior debt and 
some underlying debt will be scaled 
down. Railroad stock, very little of 
which is owned by life insurance com- 
panies, will in some instances receive 
nothing in reorganization. 

“Holders of underlying mortgage 








dence Agency, affiliated with C. Har- 
vey Stull, general agent in Rhode 
Island. Mr. Winslow, a graduate of 
the United States Naval Academy, re- 
signed from the navy in 1920 and 
started his insurance career with the 
Parks agency of the Massachusetts Mu- 
tual in Providence that year. He has 
been general agent for Rhode Island for 
that company since 1934. 


Hurricane Booklet Published 


Profiting from the old saying, “It’s 
an ill wind that blows nobody good,” 
Livermore & Knight Company of 
Providence have just printed a souvenir 
booklet of hurricane scenes in that city 
last month, depicting ravages of the 
flood in the heart of the business sec- 
tion. The Livermore & Knight agency 
handles the national advertising of John 
Hancock Mutual. R. G. Richards just 
recently went with the firm. He was 
formerly advertising manager of Atlan- 
tic Life. 


bonds will probably, as in the past, re- 
ceive not only new first mortgage 
bonds, but also in. compensation for the 
scaling down of their bonds, additional 
securities in the form of income bonds 
and stocks. 

“Experience has shown that after 
proper reorganization and with general 
business recovery, these securities can 
appreciate rapidly in value. Life insur- 
ance railroad investments are largely in 
underlying bonds and for the most part 
in solvent railroads which do not face 
reorganization.” 

They point out the present railroad 
debt of $11,000,000,000, compared with a 
property value of $19,000,000,000, as 
appraised by the Interstate Commerce 
Commission, a debt relationship not far 
from the usual standards. 








Winthrop Winslow's Change 

New England Mutual Life announces 
the appointment of Winthrop Winslow 
as associate general agent of the Provi- 























THE PROTECT AY ENVELOPE 


ly 


Management wants to know about The Protected Pay 
Envelope. The number of requests received for our booklet 
of this title, offered by direct mail, far exceeded our expecta- 
tions. This response reflects the keen interest in the 
subject of employee relations and employee security. 


The Protected Pay Envelope plan is a coordination of 
group plans to provide continuity of income for employees 
and beneficiaries in the face of death, disability and retire- 
ment. This new approach to group insurance is interesting 
management and will help you sell it. 


We describe the arrangement in our new brochure “The 
Protected Pay Envelope.” Send for a copy. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 









12 


HieNATIONAL UNDERWRITER 


November 4, 1933 











Need to Readjust Expansion Technique 


(CONTINUED 


FROM PAGE 1) 





Central Life, will be executive com- 
mittee chairman of the Life Agency Of- 
ficers Association. 

Five new Sales Research Bureau di- 
rectors were elected: H. G. Kenagy, 
superintendent of agencies Mutual 
Benefit; George A. Patton, vice-presi- 
dent and manager of agencies Mutual 
Life of New York; W. S. Penny, direc- 
tof of agencies Sun Life of Canada; 
S. A. Swigher, Jr., agency vice-presi- 
dent Equitable Life of lowa; and A. W. 
Thompkins, agency vice-president State 
Farm Life of Bloomington. 

Holdover bureau directors are: Rich- 
ard Boissard, vice-president National 
Guardian Life; R. E. Irish, vice-presi- 
dent Union Mutual Life; S. C. Mc- 
Evenue, general manager, Canadian 
Life; E. H. McKinney, superintendent 
of agencies Equitable Life of Canada; 
Dr. Edward G. Simmons, vice-president 
and general manager Pan-American 
Life; H. T. Burnett, vice-president in 
charge of agencies Reliance Life; Vin- 
cent RB. Coffinn, second vice-president 
Connecticut Mutual Life; L. Seton Lind- 
say, vice-president New York Life; 
Alexander Mackenzie, assistant general 
manager and manager of agencies 
Manufacturers Life; and A. B. Olson, 
agency vice-president Guarantee Mutual 
Life. : 


WHAT PRICE BUSINESS? 


Life agency officers are alert to the 
need for self-examination of agency op- 
erations and complacency is at a low 
ebb, said John M. Holcombe, Jr., man- 
ager Sales Research Bureau, in discuss- 
ing profitable distribution of life insur- 
ance. Today what succeeded in the past 
is being subjected to careful scrutiny 
to judge its value in the future. The 
bureau believes that the selling proc- 
esses in the agency system of life insur- 
ance are basically sound and are entirely 
necessary, but they can be improved in 
very vital particulars, said Mr. Hol- 
combe. 

Sales plans in the past have been 
based on the expectation of increased 
production. However, for the last six 
years about the same amount of busi- 
ness has been sold as 15 years ago, 
which raises the question of whether a 
stabilized market has been reached or 
not. It begins to look as if the wise 
agency officer will lay his sights not on 
the old horizon of increased sales at a 
rate of 10 percent a year, but on a rauch 
more stabilized situation. The present 
condition has already continued too long 
to be called temporary. 


Sales Level Drops 


In 1938 the ordinary business sold will 
be 54 percent of the business sold in 
1929. The number of agents has not 
dropped in proportion so each share of 
“the pie’ has necessarily shrunk mate- 
rially. Mr. Holcombe asked if the sales 
machinery was out of proportion with 
existing conditions. “Are there more 
men and women licensed to sell life in- 
surance than seem capable of earning a 
living? Has the philosophy of expan- 
sion developed a habit of having many 
of our agencies permanently possessed 
of more space than our recent experi- 
ence would justify, resulting in both 
actual waste and artificial pressure for 
new men? Are we still operating on the 
basis of mass training of agents, where- 
as most business concerns and educa- 
tional institutions of all kinds have in 
recent years shifted their emphasis to 
individualizing of training? Does life 
insurance seem to regard recruiting as 
almost an end in itself rather than as 
the first step toward building successful 
salesmen? Are we paying more today 
for less business which is less valuable 
to a company?” 

As sales tend to stabilize, unit costs 
tend to rise. This situation confronts 
the agency officer today. No life insur- 








ance company can avoid the question, 
“What price ‘business?” This condition 
should be studied carefully for the sig- 
nificance of the market for life insurance 
sales. Expanding sales only under un- 
usual circumstances need not be accept- 
ed as an indication of success or failure. 
The business must be studied with a 
view to locating the causes of high cost 
and eliminating them. 

In the profitable distribution of life 
insurance better selection has a definite 
place. The next step'seems to be to 
see what can be done to select managers 
more carefully. The trend toward re- 
cruiting younger men needs study. The 
question of morale takes on added im- 
portance in a year of decreasing sales, 
said Mr. Holcombe. 


Clark Gives Report 


In reviewing the Sales Research 
Bureau’s work, Jerome Clark, vice-presi- 
dent Union Central Life and chairman 
of the bureau’s executive committee, 
said that the problems of the agency ex- 
ecutive and the agency staff should de- 
termine the nature of the specific serv- 
ices of the bureau. As long as these 
services reenforce the agency staff in 
attacking the problems with which they 
are confronted, the bureau is_ useful, 
valuable and perhaps indispensable. If 
the bureau is tempted into other fields, 
which are not part of the direct respon- 
sibility of the agency executive, then no 
matter how attractive the projects may 
seem to be, the policy of the bureau will 
suffer a natural and unfortunate con- 
fusion. A great deal of the success of 
the bureau has been due to its ability to 
stay on the straight and narrow path, 
said Mr. Clark. There has been some 
criticism that the bureau gets out too 
much material and it has been suggested 
that it would be better to attempt fewer 
projects and to strengthen and improve 
the quality of these which are retained. 
Enough variety in the bureau’s activi- 
ties must be maintained in order to meet 
the varying problems faced by the dif- 
ferent companies, said Mr. Clark. The 
proper balance must be maintained be- 
tween immediate and long pull prob- 
lems. There must be a _ continuous 
study of production costs, selection of 
agents, agency management, successful 
management and sales activities outside 
the business. 


AGENCY PRACTICES 


W. W. Jaeger, vice-president Bank- 
ers Life of Iowa, reported as chairman 
of the agency practices committee. Two 
new companies have signed the agency 
practices agreement, making a total of 
62. Progress is being made in getting 
agency executives to see the light in the 
need for recruiting better men, giving 
them better preparation and in eliminat- 
ing the unfit. He urged that men be 
taught information regarding life insur- 
ance in general as well as sales tech- 
nique as a forward step in public rela- 
tions. 

The report of the national life insur- 
ance education committee on the 1938 
Annual Message program was presented 
by Chairman Joseph C. Behan, vice- 
president Massachusetts Mutual Life. 
The change in name from Life Insur- 
ance Week was well received. Exten- 
sive publicity in newspapers and maga- 
zines was secured. The high school es- 
say contest was successful, attracting 
over 100,000 contributions, he said. 

The accomplishments of the American 
College of Life Underwriters commit- 
tee were outlined by Chairman Cecil J. 
North, third vice-president Metropoli- 
tan Life. In sponsoring the cooperative 
fund for underwriter training the com- 
mittee secured contributions for $30,579 
from 87 companies out of 115 compa- 
nies in 1938. 

The advantages of a salary plus com- 
mission plan were stressed by Eldridge 











Haynes, vice-president McGraw-Hill 





Publishing Company, who discussed 
“Sales Management in Other Indus- 
tries.’ His organization pays its sales 
staff a guaranteed minimum salary plus 
‘commission. The plan permits the 
employment of much higher caliber 
salesmen. New salesmen assume more 
than their share of the risk under a 
straight commission system and_ his 
company has been able to attract far 
better men by assuming an equal share 
of the risk. The salary plus plan en- 
ables the company to control the activi- 
ties of its sales force every working 
hour of the day. The salesmen are 
required to write a report on every 
single call which is made. On the basis 
of these reports the salesman is re- 
quired to counsel with his district man- 
ager, to make studies and to attend sales 
meetings. The salary plus plan gives 
every man a sense of security as he is 
assured of a minimum income. He at- 
taches a value to his job so it reduces 
turnover and the cost of employing and 
training new men. 


Change Creates Difficulties 


In comparing the straight commission 
to the salary plus plan, Mr. Haynes said 
that in 1933 an attempt was made by 
McGraw-Hill to effect a saving by 
switching its 250 circulation salesmen 
over to a straight commission arrange- 
ment. Control of the men was imme- 
diately lost. As a result they weren’t 
writing a report on every call, they 
weren’t attending district sales meetings, 
they weren’t studying and using new 
sales material, they weren’t working 
from 9 to 5, they were vulnerable to 
competitive bids and dozens left the 
company. The salary -plus commission 
plan was restored quickly and the or- 
ganization rebuilt. Since then the profits 
of the field circulation sales department 
have been climbing. It made its best 
record during the first six months of 
1938. 

Salaries did not accomplish these 
profitable results but by paying salaries 
the management was placed in a posi- 
tion to do things which did accomplish 
results. Paying salaries as well as 
commissions facilitates the selection of 
better men, training them more suc- 
cessfully and supervising their work 
more closely. 


PICKING EXECUTIVES 








The work of the Research Bureau 
was commended by Dr. S. N. Stevens, 
Northwestern University dean, in dis- 
cussing “The Selection of Agency Ex- 
ecutives.” Although much progress has 
been made, no one has yet found the 
complete objective answer to the proper 
selection of agents. One of the reasons 
why the objective methods so far rec- 
ommended have failed to produce the 
high correlations with success which are 
desirable is that the most perfect selec- 
tion mechanism in the world is only so 
good as the management which con- 
trols and operates it. For this reason 
Dr. Stevens said he was pleased to see 
that the bureau is intending to attack 
the problems involved in the selection 
and supervision of agency executives. 
The methods of selecting and training 
agents which have been developed will 
become increasingly significant and 
valuable as the effects of intensive re- 
search on the executive side become ap- 
parent, le said. 

A study of executive personnel should 
include a sound job analysis of the man- 
ager’s work, an intensive study of the 
psychological, physical and social char- 
acteristics of successful, unsuccessful 
and average managers and the estab- 
lishment of certain objective controls for 
the determination of potential executive 
material. 

There are certain fundamental activ- 
ities and responsibilities common to all 
agency managers. The manager must 
maintain a satisfactory staff of agents 
to produce a volume of business which 
represents the agency’s fair share of the 
potential market. Between 11 and 14 
percent of all agents produce between 
60 and 70 percent of the total business. 
The remaining volume must be pro- 
duced by the other 85 to 90 percent, 





which offers the crux of the manage. 
ment problem. Much ‘money, time and 
energy are spent in order to get a small 
percentage of business from the produc. 
tion of the majority of the men. Ap 
effective agency executive must have the 
critical judgment to know how far jt 
is economical to go in maintaining and 
developing a majority of his man power 
for the production of a minority of his 
volume. This problem is fundamentally 
the most frequent stumbling block and 
the great single cause for failure among 
agency managers. Some managers pre- 
fer to secure a large volume of business 
from a few prima donnas, while others 
would rather have a large number of 
agents writing a smaller average volume 
of business. 


Certain Type Necessary 


Regardless of the particular methods 
employed it is obvious that a certain 
type of executive is necessary for the 
satisfactory performance of any proced- 
ure. The good agency manager also 
must cope with office, organization and 
maintenance problems so it is necessary 
to find a combination of psychological 
qualities that enables a man to be both 
a leader and an executive, an inspiring 
teacher and an effective organizer of 
necessary detail. He also must maintain 
a sound institutional perspective and 
maintain an effective liaison between his 
agency and the home office. “How many 
times have agency managers given only 
lip service to company policy as a whole 
but have gone about doing their partic- 
ular work almost as though the home 
office and its policies did not exist?” 

In addition to discovering certain de- 
finable and measurable traits, aptitudes 
and characteristics of managers, the re- 
search should also include those of 
agency supervisors, educational direc- 
tors and office managers. The lines of 
authority in an agency that are most 
likely to produce a well balanced and 
integrated agency force should also be 
considered, said Dr. Stevens. 


Responsibility and Opportunity 


The responsibility and opportunity of 
modern agency management was 
pointed out by Bertrand J. Perry, presi- 
dent of Massachusetts Mutual Life, at 
the closing session. 

As the recession has been prolonged 
without evidence of any appreciable im- 
provement it has been impressed upon 
business men that their own thinking 
and effort must lead the way to the 
solution of their problems, said Mr. 
Perry. Salesmanship is vital to the suc- 
cess of any business. Despite the wide- 
spread advertising of life insurance only 
a negligible portion is purchased volun- 
tarily. Men buy, not merely because of 
sound reason for their buying, but_be- 
cause these reasons are brought to them 
effectively in a personal sales interview. 
Motivation seems unobtainable in any 
other way. Hence, there must be an 
active, effective sales organization if life 
insurance is to be sold in substantial 
volume. 


Service Is Essential 


Life insurance owes to its policyhold- 
ers a high order of counsel and service. 
The matter of settlement agreements 1s 
a good example of this. Enough life 
insurance is not enough until it is 
arranged to accomplish the purpose for 
which it is provided. 

Mr. Perry stressed the value of the 
cooperative research not only for agency 
management but actuarial and _ office 
management problems as well. Modern 
agency management must mean suc- 
cessful operation in all departments and 
phases. Achievement of that success 
will mean thoughtful study and diligent 
effort and patience and understanding. 


Three Seminars Held 


The seminars on Wednesday after- 
noon were limited to home office repre- 
sentatives. At the training and retrain- 
ing session R. B. Coolidge, superinten- 
dent of agencies, Aetna Life, was 
chairman, Speakers were H. G. Kenagy, 
superintendent of agencies Mutual Bene- 
fit; Thomas M. Stokes, supervisor field 

(CONTINUED ON PAGE 17) 
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Finds Not Enough 
Home Office Help 


Too many home office executives 
have the “big shot” complex, H. A. H. 
Baker, assistant general manager and 
superintendent of agencies, Great-West 
Life, told the general agents and man- 
agers division of the Chicago Associa- 
tion of Life Underwriters at a lunch- 
eon meeting this week. They therefore 
are unable to get down to cases with 
the field men and bring from the home 
office the practical help, enthusiasm and 
inspiration which they owe the man- 
agers, general agents and agents as a 
part of the three-way responsibility in 
the business. 

Too few home office men, he said, rec- 
ognize that the men at headquarters 
have any such obligation to the men 
in the field. There is talk of coopera- 
tion with field men, but this generally 
is limited to the agency and underwrit- 
ing departments. It should be devel- 
oped in all other departments. 

Home office men are too prone to 
stay up on their pedestals, Mr. Baker 
said. Many feel it is an inspiration to 
the agents just to have the officials visit 
an agency. If they could just climb 
down on the agents’ level and talk over 
current problems and solutions, won- 
ders could be worked. 

“If we do our part toward the agent,” 
Mr. Baker said, “he will be made en- 
thusiastic and will help us in recruiting 
and training other agents, besides giving 
us a greater volume of business. 

“In the field perhaps we do not get 
down to business enough with the man- 
agers and general agents. It doesn’t 
help them to point out that they are 
behind in production and to demand 
what they are going to do about it. 
What they need is direction. We should 
get down to cases. 

“In recruiting, many managers who 
came up in the selling ranks have lost 
their nose for prospects. The keefh 
sense developed as an agent is gone. 
As managers thev begin to discover 
marvelous methods. They wait for 
someone to come up and ask, ‘Do vou 
think I’d make a good agent?’ They 
put blind ads in the newspapers. 


Two Prospecting Methods 


“There are the two prospecting meth- 
ods, in recruiting agents as well as in 
selling—natural and artificial. The nat- 
ural method is to keep eyes and ears 
open, not merely from 9 to 5, but all 
the time, everywhere; to sense situa- 
tions and take advantage of them. 

“Most of us have heard these things 

many times. We have books on life in- 
surance selling that repeat these sales 
essentials over and over. But we for- 
get. We should strive hard to keep 
these practicalities always in mind.” 
_ The average manager is recruiting 
in anything but the natural way, Mr. 
Baker said. He is calling on centers 
of influence such as lawyers, doctors, 
etc, who, Mr. Baker said, would not 
know a good agent when they saw him. 
It is important for the maanger to try 
to sell once in a while. He then re- 
gains the prospecting sense, which aids 
him in agency development. 

_W. M. Houze, John Hancock, pre- 
sided as chairman. Mr. Baker was in- 
troduced by Earl M. Schwemm, Great- 
West manager. B. H. Groves, new Chi- 
cago manager Travelers, was introduced 
and took his place. J. H. Brennan, Fidel- 
ity Mutual, renorted tickets are going 
fast for the golden jubilee dinner-dance 
Dec. 7. About 250 out-of-town guests 
are exnected, including many home of- 
fice officials and Illinois agents, general 
agents and managers. P. Hobbs, 
Equitable Societv, president Illinois As- 
sociation of Life Underwriters asked a 
large Chicago delegation attend the 
joint sales congress and state meeting 
at Peoria Nov. 4-5. 





J. B. Sizer. 77, senior member of the 
law firm of Sizer. Chambliss & Kefauv- 
er. general attornevs of the Provident 
Life & Accident. died at his home in 
Chattanooga after several weeks illness. 





Rhodebeck Is Made 
Secretary of A. I. U. 


Richard Rhodebeck, for the past two 
years manager of the life department of 
the American International Underwrit- 
ers Corporation of New York, general 
agents for the United States Life, has 
been elected secretary of the corpora- 
tion in charge of this department. 

Mr. Rhodebeck began his life insur- 
ance career as a clerk in the office of 
Graham C. Wells, then general agent of 
the Provident Mutual Life in New 
York, who is now a consultant in the 
life department of the A. I. U. and a 
director of the United States Life. Pro- 
moted to assistant cashier, Mr. Rhode- 
beck determined to make life insurance 
his career and took two years of special 
courses at New York University to fit 
himself for his broader duties. Enter- 
ing the field as a full-time agent he be- 
came interested in life insurance estate 
analysis work and by the end of 1936 
had analyzed a total of 792 estates, the 
largest being for $1,400,000. 

In 1934 he resigned from the Provi- 
dent to become brokerage supervisor 
for the Allan & Schmidt agency of the 
New England Mutual. After following 
the development of a new policy of 
“Tithe Insurance” for a year, he again 
joined Graham C. Wells, then with the 
American Agency Association which 
had pioneered the introduction of “Tithe 
Insurance” (the Wells plan). At the 
merger of the American International 
Underwriters with the A. A. A. in 
January, 1937, Mr. Rodebeck became 
manager of the life department of the 
merged organization. 





Tells Importance 
of Perspective 
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vision for reinstatement of a policy 
lapsed because of nonpayment of pre- 
mium. To maintain the protection the 
policyholder was required to carry out 
his part of the contract and pay the 
premiums as they fell due. The policy- 
holder who failed to pay his premiums 
lost his protection, regardless of the re- 
serve accumulated by the company to 
mature the policy. The release of re- 
serves by lapse, he said, gave rise to 
the thought that companies profited by 
encouraging the lapse of insurance on 
which a number of premiums had been 
paid. It also encouraged the old ton- 
tine or the deferred dividend policies, 
now prohibited by the laws of most of 
the states, under which the persistent 
policyholder profited at the expense of 
the careless and indifferent policyhold- 
er. To remedy this situation a number 
of companies began about 50 years ago 
to insert in their policy contracts a 
clause permitting the reinstatement of 
a policy after it had been lapsed due to 
nonpayment of premium. A little later, 
the laws of most states required that 
this clause be inserted in life policies, 
he said. 


Nonforfeiture Clause 


The next step along this line, Mr. 
Leal said, was the insertion of the non- 
forfeiture clause. This clause makes 
the reinstatement clause of less value to 
the policyholder, but even with the non- 
forfeiture clause it is frequently to the 
policyholder’s interest to reinstate the 
old contract. With the improvement 
in business conditions men who, through 
force of circumstances, had to cease 
paying premiums, now find themselves 
in a position to renew these payments 
and the underwriter is called on more 
frequently in the matter of handling re- 
instatements. Mr. Leal then pointed 
out the procedure followed by his com- 
pany as to the method of handling pre- 
mium payments. Applicants for rein- 
statement are frequently secured 





through conservation letters, he said. 
Also agents interested in the commis- 
sions submit numerous requests for re- 
instatement. 

Mr. Leal said he considered an inspec- 
tion report desirable with every request 
for reinstatement. The Retail Credit 
Company of Atlanta reported that for 
1937 inspection of applicants for rein- 
statement showed unfavorable informa- 
tion on 18.9 percent on such risks 
against 11.7 percent on original appli- 
cations. More than half of the unfav- 
orable information relates either to 
habits, present health or finances, he 
said. In Tennessee, a life policy does 
not lapse until 30 days after written 
notice has been mailed to the assured. 
Courts, he said, are also liberal with 
the beneficiary on the question of “un- 
due delay” in acting on applications 
for insurance or for reinstatement. Some 
underwriters treat small policies more 
liberally than policies of large amounts. 
“Tust what would be regarded as a 





large policy would depend, of course, 
upon the organization issuing it. Our 
company applies the same yardstick to 
the small and the large policy, provid- 
ing, of course, that the amount of in- 
surance is in proper relationship to the 
amount of the insured’s income.” 





Myrick October Figure 


Paid business of the J. S. Myrick 
agency of the Mutual Life in New York 
City in October was $1,128,284 as 
against $1,428,084 for October 1937. For 
the year to date the total is $15,046,733 
as against $20,922,323. 





Lovelace Addresses C. L. U. 


NEW YORK—Vice-president G. M. 
Lovelace of the New York Life was the 
speaker at the November meeting of the 
New York C. L. U. chapter, talking on 
several problems of particular interest 
to chartered life underwriters. 
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New Aptitude Test 
to Supplement 
the Rating Charts 


(CONTINUED FROM PAGE 1) 


rated on the rating chart, he is rated 
on the personality characteristics and 
his ratings on the two are combined to 
give a single rating of the probability 
of his success in the business. 

Rating charts are less effective at the 
younger ages than at the older ages. 
The personality questions on the other 
hand are about equally effective at all 
ages in discriminating between the po- 
tentially good and poor prospective 
agents. At the youngest ages (25 and 
under) the personality characteristics 
should be given about one and a half 
times as much weight as the rating 
charts in determining the combined rat- 
ing. On the other hand at the relatively 
older ages (26 and over) the situation 
is exactly reversed and the rating chart 
should be given one and a half times as 
much importance as should the person- 
ality characteristics in determining the 
combined rating. 


No Estimates or Guesses 


The aptitude index has been arranged 
so that there are no estimates or guesses 
and a clerk can handle the detail. There 
is no time limit and the blank can be 
given to the prospective agent to take 
home and fill out. There is no reason 
to believe that a man who rates high 
on one of these parts should necessarily 
rate high on the other, said Mr. Kurtz. 
There is very little relationship between 
the ratings contained on the two parts 
of the test. The combined rating will 
yield a considerably more accurate eval- 
uation of a prospective agent’s potential 
success than is obtainable by the use 
of either one of the two parts alone. 

The two tests were applied to a group 
of 304 new agents at the time of con- 
tract. There was a large difference in 
the levels .of success obtained by men 
with the highest ratings when compared 
with those with the lowest rating. 

it 1% thus apparent that a large 
amount of time and money may be 
saved by giving increasing attention to 
recruiting and contracting men with 
high ratings and by refusing to contract 
those with low ratings whose chances 
of success are so small that their failure 
is almost a foregone conclusion,” said 
Mr. Kurtz. 


Wilkins Discusses Tests 


In discussing Mr. Kurtz’ paper Rob- 
ert E. Wilkins, Prudential coobbtnke su- 
pervisor of ordinary agencies, said that 
his company’s use of selection tests has 
been entirely experimental and so lim- 
ited that it does not support any con- 
clusions. 

Despite the fact that a great deal of 
material has been developed on recruit- 
ing at least three-fourths of the agents 
recruited during 1938 have entered the 
business without being measured by any 
selective yardstick beyond the judgment 
of the agency manager plus perhaps the 
endorsement of the home office agency 
department. In reviewing the causes for 
this reluctance about using the test Mr. 
Wilkins said there are several factors 
which must be considered. For exam- 
ple, is the agency manager relieved of 
any responsibility under such a selec- 
tion plan? Does it transfer the selec- 
tion job to the home office? Regardless 
of the success in developing. selection 
tests it is a foregone conclusion that 
judgment will always be of prime im- 
portance. 

_ The Prudential has been using tests 
in connection with its central training 
school in New York City for several 
years. Although there has been no proof 
of the validity or reliability of selection 
ee ee ee eee a real asset in 
recruiting the right type of agents : 
Mae 

The business faces no more serious 
problem today than the development of 
sales organization along permanent and 
career lines, said Mr. Wilkins, in urging 
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the application of the research results 
in formulating organization procedures. 

Rating charts streamline recruiting 
methods and aid in solving the problem 
of getting the new man interested in 
the business and in rejecting the unde- 
sirable applicant, said A. H. Kahler, In- 
dianapolis Life superintendent of agents. 
Both the prospective agent and general 
agent risk their savings on the new 
man’s chances of success. Before rating 
charts were introduced the general 
agent was handicapped by having no re- 
liable method of making an agent show 
proper qualifications and he had no defi- 
nite basis for assuring himself or the 
agent that the latter had a much better 
than even chance to succeed. 


Indianapolis Life Plan 


The Indianapolis Life now uses the 
plan ‘of getting the prospective agent to 
agree that if he can succeed in life in- 
surance it will 
greater opportunity for him than his 
present line of business. It is pointed 
out to him that one of the chief draw- 


backs of the business has been the large | 


percentage of turnover of agents. There- 
fore it is important from both the 
agent’s and the company’s standpoint 
that no mistake is made. The rating 
chart is then explained and it is pointed 
out that the chart has a fair degree of 
accuracy in predicting whether or not 
the man will be successful in life insur- 
ance, especially if he has-been in busi- 
ness long enough to indicate he is 
worthy to hold a job, to win promotion, 
to establish a standard of living and 
have sufficient opportunity to make 
business and social contacts. 


Results of the Rating 


If he rates less than “very good” the 
applicant is told his rating does not 
justify his entrance into the life insur- 
ance business at the present time but 
that if he improves certain items which 
held his rating down he might qualify 
in another year or so. Thus the unde- 
sirable applicant is disposed of quickly 
and courteously. If the rating is “ex- 
cellent,” the applicant is told that men 
with such rating produce 154 percent of 
the average for all men originally rated. 
If he is “very good” he is told that men 
in such classification have produced a 
volume of 120 percent of the average. 
If his rating is particularly high it is an 
added reason for influencing him to go 
into the business. 

After his rating has been completed 
the applicant is asked: “Now, on the 
basis of your showing, we feel justified 
in proceeding further. Are you inter- 
ested?” No man has wanted to break 
off negotiations at this point. 

General agents are being sold on the 


undoubtedly hold a/| 


idea that the rating chart makes recruit- 
ing a great deal easier than it has been. 
It is suggested that general agents carry 
their charts with them in approaching 
prospects. General agents are asked to 
make three rating interviews per week. 
Although this goal has not been real- 
ized, progress is being made because the 
plan is definite and much easier than 
the methods employed in the past. 

Men who are approached with the 
chart have ambitions and desire to get 
ahead. They can’t afford to make a mis- 
| take and consequently they like the idea 
| that the company is being fair to them 
| and will not permit them to go into the 
| business unless the preliminary test in- 
| dicates that they will be successful. By 
| putting the prospective agent in the po- 
sition of trying to qualify for the job 
| he has more respect for the business 
| and more respect for the company which 
| will not let him in easily. 








: Checking Agency 
Turnover Viewed 





(CONTINUED FROM PAGE 1) 


have a greater appreciation for the ad- 
vantages of selecting the right material 
and of the importance of concentrated 
training and continued, sympathetic su- 
pervision. 

Mr. McEvenue said his company is 
approaching a point where the contin- 
uation of a contract will require a min- 
imum scale of earnings and new con- 
tracts will not be completed until the 
applicant has served a probationary pe- 
riod of three, six or possibly 12 months. 
There is a tendency towards smaller 
agencies, with more time spent on indi- 
vidual training and supervision. This 
means more money invested per man, 
but with the hope of better returns on 
the investment. The recruiting problem 
will gradually disappear as a major 
worry as the ability to build men per- 
manently into the business is demon- 
strated. 


Strengthens New Organization 


J. Harry Wood, John Hancock Mu- 
tual Life manager of general agencies, 
told how his company had increased its 
production from new organization by 
rejuvenating its recruiting procedure. It 
was assumed that managers already 
knew methods of recruiting, so steps 
were taken to provide them with some 
of the necessary tools for use in new 
organization work and to concentrate on 
motivation. 

Past results and future needs were 
analyzed. Each general agent was given 








an analysis of new organization results 
in his own agency since 1930. In many 
cases the figures indicated that selec. 
tion, training or supervision could be 
strengthened. New training plans were 
demonstrated by sending a supervisor to 
the agency when there was a new man 
to train, providing the general agent 
agreed to be both a co-trainer and a co- 
trainee. The object was to train the gen- 
eral agent how better to train his men, 
but not to short circuit him in the proc- 
ess. This has worked out satisfactorily. 


Regional Meetings Held 


Regional meetings of general agents 
were held on a different basis with sev- 
eral days being devoted to one subject. 
The activity of the agency department 
was supplemented by the adoption of a 
new program of national advertising 
sales literature and sales tools. This is 
especially helpful in new organization 
work because a general agent can show 
the prospective recruit the help he will 
receive. A special booklet was prepared 
for use in recruiting and a selection 
chart was furnished the general agents. 

The new organization program was 
launched in the closing months of 1936. 
In 1937 the new organization volume 
was two and a half times the results 
of either of the two preceding years 
and was almost double the average for 
the preceding seven years. In the first 
nine months of 1938 the results are 5 
percent behind last year’s record, but 
indications point that the deficit will be 
overcome by the end of the year. The 
results have come primarily from an 
improvement in the production of new 
men and as a result of better selection 
and better training and not from an 
increase in the number of men recruited. 
This in turn has led to a lower turn- 
over. The only disappointment is that 
all the agencies have not participated in 
the same degree. As a result of the 
program, cooperation between the field 
and the home office is at an all time 
high, said Mr. Wood. 





Has Service Division 

BOSTON—A special policyholder 
service division is a feature of the new 
and enlarged offices of the Equitable 
Society in the National Shawmut Bank 
building here. The. opening of the new 
quarters which will house all but one 
of the Equitable’s Boston agencies was 
marked by a luncheon at which Presi- 
dent T. I. Parkinson was the principal 
speaker. 

The policyholder service division will 
be staffed by a corps of experts pre- 
pared to advise policyholders or their 
beneficiaries on all matters relating to 
the Equitable coverage they now pos- 
sess. 

Agencies which will be located in the 
National Shawmut Bank building are 
the W. J. Carter, W. A. Downing and 
A. J. Farnsworth offices, also the group, 
group annuity and salary savings de- 
partments under Division Manager P. 
F. Gorman. F. E. Bennett, cashier, will 
have charge of the new policyholder 
service department. The Fitzhugh 
Traylor agency, including the women’s 
department, will continue in the Atlantic 
National Bank building. 





California Veterans Plan 


LOS ANGELES—California Veter- 
ans Welfare Board has announced that 
the proposed plan of life insurance for 
veterans who are purchasing homes 
from the board on the installment plan, 
will be put in force about Jan. 1, the 
exact date depending on the time neces- 
sary to get 75 percent of the veterans 
to sign up for the coverage. 

The insurance, when the plan be- 
comes operative, will be written on a 
modified group basis by the Occidental 
Life, California-Western States Life 
and West Coast Life. 





Managers vs. General Agents 


ST. PAUL—Managerial vs. general 
agency systems for life insurance will be 
debated at the Nov. 8 dinner meeting of 
the Home Office Life Club. 
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Frank's Equity Idea 
From Appearances 
Proves Not Radical 


(CONTINUED FROM PAGE 4) 


thereby, as a class, becomes vested with 
the power to oust the old management. 
The right to change the management 
can thus be procured for those having 
preferred claims against the earnings 
without the necessity of resorting to 
the hideously expensive and drastic 
remedy of bankruptcy and reorganiza- 
ion.” 

wT hat Mr. Frank was advancing his 
ideas in an entirely unofficial capacity 
and as one merely bringing forward a 
subject for discussion may be gathered 
from the following statement in his ad- 
dress: 

“Please understand that I am merely 
raising for discussion, and not purport- 
ing to answer, the question: Do we 
not have too much interest in interest? 
(And, even in raising it tentatively, any 
attitudes I intimate are to be taken not 
as an official statement but as personal 
to me.) 


Needs Careful Study 


“That question cannot be answered 
adequately without the most painstak- 
ing and elaborate sudy of insurance 
company invesments. The SEC, in con- 
nection with the work of the so-called 
monopoly committee, is moving towards 
a beginning of such a study—which will, 
of course, involve consultation with in- 
surance company executives and experts. 
As state laws stand today, life insurance 
companies cannot invest at all exten- 
sively in shares of stock. It is interest- 
ing to note that, to a considerable ex- 
tent, fire insurance companies have in- 
vested in such shares. One of the ques- 
tions that needs to be carefully can- 





vassed is whether life insurance com- 


panies should not also make such in- 
vestments.” 


See Fair Attitude 
in Federal Probe 








(CONTINUED FROM PAGE 3) 


keep a tight grip on the reins a very 
constructive attitude on the part of the 
investigation may be expected. 

Senator Borah of Idaho is the third 
senator on the committee and is not 
believed to hold any views which would 
make him wish to put the life insurance 
business on the pan. He is liberal but 
not radical. 

Among the representatives on the 
committee, Hatton Sumners of Texas 
has. been opposed to legislation of a 
radical tendency and fought the Presi- 
dent on the Supreme Court plan, as did 
Senator O’Mahoney. Representative 
Sumners is chairman of the house judi- 
Clary committee. 

Representative Reece of Tennessee is 

a Republican. He was at one time an 
instructor in economics at New York 
University. 
The third member, Representative 
Eicher of Iowa, is the only New Dealer 
on the congressional side of the com- 
mittee, 


Lubin Close to “Brain Trust” 


The committee members representing 
the six administrative divisions, being 
federal appointees, are of course in sym- 
pathy with the administration. Prob- 
ably Isador Lubin, representing the 
Department of Labor, is the closest to 
the New Deal brain trust. 

. Most directly concerned with life 
insurance is the Securities & Exchange 
Commission, of which Chairman W. O. 
Douglas is the representative on the 
committee. The past record and the 
attitude of the SEC is one of the main 
reasons for hoping that the investigation 
of life insurance will proceed on a fair 
and constructive basis. Relations be- 
tween the SEC and the life companies 
since the former began collecting infor- 








mation for the investigation have been 
extremely harmonious. The SEC is de- 
lighted with the way that information 
has come in in response to the question- 
naire. In fact, such complete informa- 
tion was given and so much additional 
data was supplied that the second ques- 
tionnaire will be shorter than planned 
and it may not be necessary to call for 
a third questionnaire. 


Questionnaire Date Undecided 


However, since the SEC is still 
checking the information received on 
the first questionnaire, and has still to 
finish the job of evaluating what it has 
received, -it has not yet determined just 
when it will send out the second ques- 
tionnaire or what sort of questions it 
will contain. 

While the SEC has uncovered plenty 
of dirt in its various investigations, it 
hasn’t the reputation of using damaging 
data in a way to make a situation look 
worse than it actually is. It has shown 
no tendency to pillory persons or insti- 
tutions just to make a big noise or build 
up its own importance. It has refrained 
from exposing all it could have where a 
point had already been proved and no 
good end would have been served. 


SEC’s Attitude Stated 


According to Commissioner Jerome 
Frank of the SEC, who is Commis- 
sioner Douglas’s alternate on the Tem- 
porary National Economic Committee, 
the SEC is carrying on its investigation 
of insurance in the same spirit that has 
characterized its other activities. In 
this connection he referred to an ad- 
dress he made last spring as evidence 
of the commission’s point of view. In 
connection with unpleasant facts 
brought to light by the SEC in its 
investigations Mr. Frank said at that 
time: 

“The important point is that we don’t 
do those things to malign anybody or 
to hurt anyone or merely to preach a 
sermon. We are definitely not muck- 
raking and if an unpleasant past doesn’t 
contribute anything to the future we are 
only too glad to draw a veil of charity 
over it.” 


INDUSTRIAL 


Death of J. W. Patton 


James W. Patton, 44, district manager 
for the John Hancock at Jamaica, N. Y., 
died suddenly as the result of a heart 
attack. He was born in South Man- 
chester, Conn., and engaged in the build- 
ing material business in New York City 
before joining the John Hancock in 
1923, as an agent at New York 2. Since 
1935 he had been assistant to the dis- 
trict manager. His brother, Fred Pat- 
ton, is a well-known oratorio concert 
and opera baritone. 

John H. Harre has been appointed 
district manager to secceed Mr. Patton. 
He has been with the John Hancock 
since 1924, when he entered the Jamaica 
district office as an agent and was pro- 
moage to assistant superintendent in 
1927. 


Will Meet in Los Angeles 


The 1939 annual meeting of the Na- 
tional Negro Insurance Association will 
be held in Los Angeles in July. 

L. C. Blount of Detroit, president of 
the association, has proclaimed Novem- 
ber as “National Negro Conservation 
Month.” A specified collection percent- 
age of not less than 150 percent of the 
total debit is made. The association has 
39 members. 


F. H. Zimmerman Honored 


A. three-weeks’ writing of $368,000 
paid-for ordinary was presented to Dis- 
trict Manager F. H. Zimmerman of 
the Baltimore agency of the John Han- 
cock Mutual on the occasion of his 
50th anniversary with the company. The 
presentation was made by Agent Ru- 
pertsberger, the largest personal pro- 
ducer in the Zimmerman agency, at a 
dinner. Many distinguished John Han- 




















At the Edgewater Beach 
With Agency Officers 








Ss. T. Whatley, vice-president Aetna 
Life, presided on the first day as chair- 
man of the Research Bureau’s board of 
directors. Jerome Clark, vice-president 
Union Central, was at the helm on the 
second day as executive committee chair- 
man. E. A. Olson, president Mutual 
Trust Life, who is chairman of the Life 
Agency Officers Association’s executive 
committee, presided at its session. 

* * * 

Following his usual custom, W. M. 
Dewey, managing director of the Edge- 
water Beach Hotel, welcomed the guests. 

* * * 

At the special press luncheon, Vice- 
President Joseph C. Behan of the Massa- 
chusetts Mutual, entertained with numer- 
ous stories. 

* *K * 

An informal reception was held the 

first evening. 


* * x 

Reprints of the able talk given by 
Claris Adams, president Ohio Ohio State 
Life, before the American Life Conven- 
tion were distributed. 

* * xX 

W. C. Schuppel, executive vice-presi- 
dent Oregon Mutual, was especially 
generous with his income control charts, 
offering to provide complete information 
to those interested. 

* * * 

V. H. Jenkins, vice - president Occi- 
dental Life of California, received a tele- 
gram reporting his company’s October 
new business. Ordinary sales totaled 
$7,762,283, an increase of $1,286,873, and 
group totaled $1,770,342, an increase of 
$130,393. 

* * * 

B. E. Wyatt and J. P. Williams of the 
American College of Life Underwriters 
field staff were present. 

*x* * * 

A. L. Dern, Lincoln National Life, and 
W. R. Smith, Lafayette Life, topped the 
attendance record with 20 consecutive 
meetings to their credit. 

* * x 

H. T. Burnett, vice-president Reliance 
Life, reported accident insurance sales 
especially good. 

*x * * 

Although the name of John Marshall 
Holcombe, Jr., manager of the Sales Re- 
search Bureau, is synonymous with 
agency management, he started out with 
the Phoenix Mutual in its legal depart- 
ment. 

* * * 

The Life Agency Officers Association 
was founded 20 years ago in Chicago on 
the first armistice day. 

* * x . 

Both the present president, Holgar J 
Johnson, and the immediate past presi- 
dent, 0. Sam Cummings, of the National 
Association of Life Underwriters were 
present. 

* * x 

Lloyd Mallon, Massachusetts Mutual 
Life agency assistant, came to the meet- 
ing via Minneapolis where he made some 
special studies. 

* * * 

Harold R. Gordon, executive secretary 
Health & Accident Underwriters Confer- 
ence, was on hand. 

* * * 

E. J. S. Brown, agency superintendent 
Crown Life, represented the Canadian 
Life Agency Officers Association. 

* * * 

Frank J. Seitz, agency director of the 
American Home Life and president of 
the Topeka Life Underwriters Associa- 
tions, and E. E. Shurtleff, assistant gen- 
eral manager Victory Life, upheld honors 
for Topeka. 








cock guests were present, including 
Vice-president Elbert H. Brock; Vice- 
president Paul F. Clark; E. J. Clark, 
state agent at Baltimore; J. J. Duffy, 
district manager at Baltimore 2; and 
. W. Bassford, district manager at 
Chicago 4, formerly with the Baltimore 
agency. 


Sheehe Goes to Calais 


T. J. Sheehe, who has been assistant 
manager of the Metropolitan Life at 
Portland, Me., has been appointed man- 
ager at Calais, Me. 


Pittsburgh Man Injured 
. F. Reagan, assistant superinten- 
dent Prudential in Pittsburgh, was in- 











Management Trends 
in Other Fields 


(CONTINUED FROM PAGE 4) 


ing his product to meet the prospect’s 
needs rather than merely to sell the 
particular product or service. é 

Under the salary plan the salesman is 
under more direct supervision than 
under a commission plan and training 
can be continued on the job. 

The beneficial results of the C. L. U. 
study groups were cited by Dr. Steven- 
son. “It is impossible to place too high 
a figure on the value to our business 
of having this large group of well in- 
formed salesmen, not merely because 
of their above average production, but 
because of the incalculable advantage to 
our business of a large number of repre- 
sentatives who are equipped for high 
grade life insurance service.” 

Dr. Stevenson suggested that some 
thought be given to the furtherance of 
a plan to give agents a voice in the 
management. 


Better Training Is Answer 


The root of much of the criticism 
raised against life insurance today lies 
in the need for better trained agents. 
“T am not so much concerned about this 
criticism as I am concerned that we 
should have the answers to it.” If the 
present practices in sales management 
can be justified, there is no need to 
worry about criticism from outside 
sources. “We have no right to sit back 
with a feeling of satisfaction at what 
we are doing if we aren’t making every 
effort to distribute life insurance to the 
public in the most effective way possible 
and to give our policyholders the high- 
est type of service at the lowest possi- 
ble cost.” These objectives can be car- 
ried out better by limiting the field force 
to high calibre men who are making a 
respectable living. 


COVERS BROAD FIELD 


In discussing progress through super- 
vision, Mr. Woodson said that supervi- 
sion covers the whole field of relations 
with the established agent, including 
retraining, continuous training, motiva- 
tion, job analysis control and diagnosis. 
There should be a _ definition or 
standardization of the job with a state- 
ment of. desired results plus a careful 
definition of intermediate steps required 
to achieve the results. It is necessary 
to check and control the salesman’s 
work and work habits and to keep him 
and the management informed as to the 
extent to which he is taking each of the 
steps known to be necessary to his suc- 
cess. This should be followed by a 
diagnosis covering the worker’s strength 
and weaknesses with the purpose of 
helping him develop the one and cor- 
rect the other. 


Part of Whole Setup 


The importance of supervision as a 
part of the whole process of manage- 
ment should be recognized, said Mr. 
Woodson. There is need for more 
knowledge of the technique of super- 
visory control in its application to sell- 
ing. Business has traditionally held the 
attitude that it is not responsible for 
supervision. There has been a tendency 
to avoid supervisory responsibility by 
reasoning that the agent is in business 
for himself. Mr. Woodson told of one 
company which was able to increase the 
production of 100 men 50 percent by 
closely supervising them. The super- 
vising program should be an integrated 
part of a well balanced, cordinated plan 
of sales management within the com- 
pany. It is not a gadget, not a detach- 
able something. Each specific step of 
the job should be defined and standard- 
ized to provide level efficiency and to 
avoid spasmodic production. 

















jured when he was caught between a 
truck and parked vehicle. 





Read The Industrial Salesman, $1 2 
year. 420 E. Fourth Street, Cincinnati. 
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Should Recognize Its Problems 


SoMETIMEs a brand new view of insur- 
ance from one who is not directly 
trained in the business but who has 
powers of observation and penetration 
is very wholesome. For instance, the 
new California insurance commissioner, 
Rex B. Gooncett, in speaking to the CaLt- 
FORNIA ASSOCIATION OF INSURANCE AGENTS 
was exceedingly candid in his statement 
that the first move toward socialization 
of business would undoubtedly be in- 
surance. It would require no raising 
of capital to acquire the insurance busi- 
ness. The capital is all there, the plant 


is there, the whole machinery is set up. 
As Mr. GoonceELt puts it, “All the gov- 
ernment would need would be a print- 
ing press.” Therefore he urgently ad- 
jured that the insurance business itself 
recognize its problems and put itself in 
a place where it can stand four square 
in combating all such radical tendencies. 

It is well for all of us to heed admoni- 
tion of this character. It is what might 
be termed an outside view and yet on 
part of a man who has had high legal 
training, has been in politics and is 
able to feel the sentiment of the public. 


Deserved Honor to a Student 


Tue Sun Lire of Canada field force in 
its far flung, world-wide domain, honored 
President ARTHUR B. Woop because of his 
45 years of association with the company. 
In fact it may be said that he has only had 
one business interest and that is the Sun 
Lire. When he left McGmt UNIversity 
he did go to St. Johns as principal of the 
high school then but he was recommended 
to the Sun Lire by the professor of mathe- 
matics at McGuru and, therefore, six days 
after completing his first term as high 
school principal he became chief clerk 
in the actuarial department of the Sun 
Life. 

Mr. Woop fundamentally is a mathe- 
matician and actuary: Sometimes’ the 
actuary at least in the popular mind be- 
comes very formal and stands aloof from 
the human side of life. Mr. Woop has 
not been interested in mathematics as a 
pure science. He viewed it as a means 
toanend. He has been fully acquainted 
with the actuarial principles for they are 


fundamental and universal. Therefore, 
Mr. Woop strove to seek their practical 
application in his instance in the solving 
of a life company’s problems. 

Mr. Woop has tackled almost every de- 
partment of the Sun Life and he has 
used his actuarial knowledge in assist- 
ing him to find a solution of vexing 
problems. A measuring stick, in his 
mind is essential, in arriving at a norm. 

Those who have come in contact with 
him have found him intensely human, 
interested in people, kindly and gener- 
ous, with a fine understanding of what 
confronts men in their pathway down 
the years. He has a keen insight into 
human nature. 

He has never become austere, never 
isolated himself or assumed an artificial 
dignity. He has recognized a life insur- 
ance company deals with intensely hu- 
man questions and he has endeavored to 
fit his personality, knowledge and train- 
ing into its corporate activities. 


Learning Great Lessons from a Master 


Muc# can be learned from the careers 
of men who have achieved greatly in their 
special activities. There is a new book 
that has come from the WHITTLESEY 
House Press in New York City entitled 
“Changing the Sky Line.” It is an auto- 
biography by Paut Starrett, builder of 
the Empire State building, the Pennsyl- 


vania railroad station and other great. 


monumental structures in New York City. 
There were five Starrett brothers, all build- 
ers, and Paut is the only. survivor, he 
being 71 years of age. He sprang: from 
Lawrence, Kan., being the son of a Presby- 
terian minister. His mother was a re- 
porter for the St. Louis “Post-Dispatch.” 

In his autobiography some of the most 
inspiring and informative material centers 
about the famous Chicago architect, 
DanirEL H. BurNHAM, in whose. employ 


Mr. Srarretr first found work and with 
whom he served his apprenticeship. Evi- 
dently Mr. BurnuHAm had a great influence 
over young Starrett and the business 
principles and philosophy of the former 
left a profound impress. 

One of the chief lessons that Mr. Burn- 
HAM had learned and which he preached 
was that 80 percent of the success in a 
business depends on getting the business. 
In other words he believed in cultivating 
the high art of salesmanship and mak- 
ing the most of human contacts. 

One day he found young Starrett tak- 
ing notes on details of construction. While 
the study of these details was an essential 
factor in the successful career that was to 
follow, Mr. BurnHam advised him to 
hire detail men and concentrate on organ- 
ization or leadership. 


‘car north of the city. 





It was through these salesmanship talks 
that Mr. Starrett learned to make con- 
tacts that brought business to him, espe- 
cially when he was head of the GrorGE 
A. Futter Company and later chairman 
of Starrett BrotHers & EKINS. Mr. 
STARRETT obviously became convinced that 
much depended in speed of operation as 
a profit making possibility. Evidently each 
acquisition of a contract and each comple- 
tion of a profit making job seemed to him 
a triumph. Mr. Srarretr had a great 
passion for bigness and high admiration 
for Mr. BurnHaM. Quoting him again, 
he says: 


“Make no little plans. They have no 
magic to stir men’s blood.” 

A reviewer says of this new work: 
“While people today are declaring the sky. 
scraper era, in which he was a captain of 
construction, to be past forever, STARrer 
closes his book with still another quotation 
from BurNHAM: ‘Remember that our sons 
and grandsons are going to do things that 
would stagger us.’ Like Paut, who sat 
before Gamaliel, the pupil STARRETT sur. 
passed his master, and any one who reads 
this record will see how thickly the island 
of Manhattan is dotted with his towers 
and pinnacles.” 








PERSONAL SIDE OF BUSINESS 





Commissioner Erickson of North Da- 
kota has been elected chairman of a 
new state organization to promote the 
$40 pension plan sponsored by Gov- 
ernor Langer. 


Henry C. Martens, St. Paul manager 
of the Provident Mutual Life, has been 
elected president of the St. Paul Mana- 
gers Association. In previous years 
Harold J. Cummings, vice-president of 
the Minnesota Mutual Life, and O. J. 
Lacy, now president of the California- 
Western States Life, served as president 
of the association. 


The civic activities of Foster Vineyard, 
assistant general agent Aetna Life in the 
Gordon H. Campbell agency at Little 
Rock, was the subject of a newspaper 
“ad”? run recently by the Arkansas 
Amusement Corporation complimenting 
him for his service to the community, 
and endorsing particularly the activities 
of the Greater Little Rock Citizens Li- 
brary Association, of which Mr. Vine- 
yard is chairman. The Arkansas Amuse- 
ment Corporation, operators of seven 
theaters in the city, has been running a 
series of ads devoted to such activities 
on the part of various citizens, and for 
the weekly “ad” Oct. 24, chose to com- 
ment on Mr. Vineyard’s activities of life. 


The “Insurance Counsellor,” edited 
by:-Mrs. Jean Murrell Strode of Cleve- 
land, will soon be issued. It is a Negro 
publication and will be devoted to the 
activities of Negro companies, their 
officials and agents. Mrs. Strode is 
located at 2380 East 40th street. 


Wendell P. Coler, actuary of the 
American United Life of Indianapolis, 
and Mrs. Coler are receiving sympathy 
of many friends in the tragic death of 
their daughter, Jean, who was killed 
Friday evening when the car she was 
driving was struck by an interrurban 
As she was 
alone, details of the accident are un- 
known. She was a girl of fine character 
and engaged much of the time in social 
service work. 

Jean Coler graduated from the Uni- 
versity of Michigan in 1937. Her social 
service work was in connection with the 
American Settlement in Indianapolis. 


Analysis of the record of a new man 
in the business, M. W. Douglas of the 
Kansas City Life in Arizona, indicates 
that earnings, average size policy, pre- 
mium, etc., need not be small. He took 
the company’s short correspondence 





course from May to October. In that 
period he made 850 calls, 306 inter- 
views; he spent 1,067 hours in the field, 
secured 29% apps, had a volume of 
$54,112 for $1,606 in premiums. Aver- 
age application was $1,834, with an 
average premium per thousand of $29.68. 
ig a member of the App-a-Week 
ub. 


R. E. Irish, vice-president Union 
Mutual Life, served as general chairman 
of the Portland, Me., Community Chest 
campaign. For several weeks he has 
been giving a large part of his time 
to perfecting the organization for the 
drive and last week he was probably 
the busiest man in Portland. Mr. Irish 
was assisted by many of the insurance 
men in Portland. Heading one division 
was Harold Cooley, general agent New 
England Mutual. 


Gen. C. R. Boardman, president Wis- 
consin National Life, observed his 78th 
birthday Oct. 28 by being at his desk as 
usual for the daily routine of his work. 
A great number of friends and asso- 
ciates called or sent congratulatory 
messages. 


Earl B. Smyth, president Fidelity 
Union Life, has been named campaign 
chairman of the Dallas Community 
Chest in its efforts to raise $450,000. 


L. B. Blakemore, Cincinnati, has re- 
tired Nov. 1 as Ohio deputy superin- 
tendent. Several months ago he was 
seriously injured in an automobile ac- 
cident in New Mexico and has spent 
many weeks in hospitals in New 
Mexico and Cincinnati. Mrs. Blake- 
more also was badly hurt in the same 
accident. 


W. E. McDowell, Ames, Ia., agent of 
the Travelers, who has been a consis- 
tent producer ever since he joined the 
company 14 years ago, had an unusual 
record last month when he turned in 
over $108,000 life business on 21 lives 
between Oct. 1 and Oct. 28. 

He has a record of 281 consecutive 
weeks of production to his credit. 


Claude L. Coyner, manager in 20 
counties in northern Illinois and in 
Lake county, Ind., for the Mutual Life 
of New York with headquarters in Chi- 
cago, recently celebrated his 65th birth- 
day. He has been with the Mutual Life 
nearly 36 years, having started in Janu- 
ary, 1903. There were three branch of- 
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fices in Chicago at that time. Mr. Coy- 
ner worked in the west side office for 
two years, later being transferred to 
the main office, where he remained un- 
til 1907. In 1914 Darby A. Day, Chi- 
cago manager, appointed Mr. Coyner a 
branch manager. In the latter part of 
1929 Manager Day resigned and on 
Jan. 1, 1926, Mr. Coyner became man- 
ager of his present territory. 


Dr. M. O. Austin, 75, for 16 years 
medical director West Coast Life, died 
at his home in San Francisco after a 
brief illness. Up to a few weeks before 
his passing he attended to his regular 
duties at the head office. A number of 
leading medical and business men and 
practically the entire home office staff 
attended the funeral. ; 

Dr. Austin became medical director 
of the old San Francisco Life some 30 
years ago. When that company was 
absorbed by the West Coast Life in 
1915 he became assistant medical di- 
rector of the consolidated company and 
in 1922 became medical director. In 
1924 he was elected a director of the 
company. 








H. C. Leavens, assistant superintend- 
ent of agencies of the Travelers, is on a 
tour of some of the middle western 
agencies. He visited Des Moines and 
Omaha last week. 





W. A. White of Newark, New Jer- 
ey state agent John Hancock Mutual 
Life, has rounded out 35 years with the 
company. He is past 70 and has been 
in insurance work more than 53 years. 

He started in the fire insurance busi- 
ness in 1885 and a few years later took 
up life insurance with the New York 
Life. In 1898 he became its district 
manager in Washington, D. C. He 
joined the John Hancock in October, 
1903, and went to Newark about two 
years later. 





John M. Timmons, independent bro- 
ker in Chicago, is celebrating his 35th 
year in the business. He received many 


floral tributes from associates and 
friends besides numerous telegrams and 
letters. Mr. Timmons started with 


Marsh & Ullmann, now Marsh & Mc- 
Lennan, which then represented the 
Aetna Life and affiliated companies as 
general agent. Later when the Aetna 
opened a Chicago office he joined that 
company, becoming manager of the 
compensation and liability department 
and also assistant office manager. He 
started as an independent broker Jan. 
1, 1920. 





Raymund Daniel, long associate edi- 
tor of the “Insurance Field” at Atlanta, 
was given a testimonial dinner there by 
insurance men. He is now executive 
recretary of the Industrial Insurers Con- 
ference. Among the notables present 
to honor Mr. Daniel for his 23 years’ 
service with the “Field” and his long 
and active interest in the conference, 
were: Milton Dargan, Sr., retired south- 
ern manager Royal; W. R. Prescott, 
southern general agent Hartford; H. T. 
Dobbs, first vice-president Industrial 
Life & Health, chairman executive com- 
mittee, Industrial Insurers Conference; 
Sidney O. Smith, Gainesville, Ga., chair- 
man executive committee National As- 
sociation of Insurance Agents; W. Eu- 
gene Harrington, former president Na- 
tional association; Fred Cole, dean of 
Atlanta local agents; Hugh T. Powell, 
state agent National Fire of Hartford. 

J. H. Hines of Hines Brothers, south- 
thern manager Crum & Foster, chair- 
man executive committee, Southeastern 
Underwriters Association, was toast- 
master. 





Need to Readjust Plans 
for Expansion 


(CONTINUED FROM PAGE 12) 
education and sales promotion Metro- 
politan; J. Harry Wood, manager of 
general agencies John Hancock; and 
William P. Worthington, superintendent 














Showing Gains 








LEWIS H. HALL 


Lewis H. Hall of Elizabethtown, Ky., 
general agent George Washington Life, 
is $48,000 ahead of last year in new 
business. He has 283 weeks to his credit 
in its App-a-Week Club. He special- 
izes on life insurance, selling nothing 
else. He has carried an advertisement 
in both his county papers for four years, 
bringing to the public stories about life 
insurance. He wrote a policy a few 
days ago for Ivy Davenport, who was 
born in the same cabin that Abraham 
Lincoln was. Ripley, “Believe it or not 
man,’ had Mr. Davenport go to New 
York City last year to appear on the 
stage and give radio talks. Mr. Daven- 
port is now an agent of the Lincoln 
National Life at Hodgenville, Ky. 








of agencies Home of New York. 

At the discussion on developing men 
for management James A. Griffin, as- 
sistant agency manager Phoenix Mutual, 
was chairman. Talks were given by 
Joseph C. Behan, vice-president Massa- 
chusetts Mutual; E. L. Guttersen, in- 
spector of agencies California-Western 
States; W. F. Hanselman, superinten- 
dent of agencies Union Central; L. 
Seton Lindsay, vice-president New York 
Life; E. McConney, vice-president and 
actuary Bankers of Iowa; and Carl A. 
Peterson, supervisor of agencies North- 
western National. 

Consideration was given “What Price 
Business?” with Richard Boissard, vice- 
president National Guardian, as chair- 
man, assisted by J. C. Higdon, vice- 
president Business Men’s Assurance; 
Laurence S. Morrison, Research Bureau 
consultant; and R. B. Richardson, presi- 
dent Western Life. 


Greatest Morale Builder 
of 1938 Is Noted 


(CONTINUED FROM PAGE 4) 


ness of skill and technique he likes to do 
it, said H. G. Kenagy, Mutual Benefit 
superintendent of agencies, in talking 
on “Let’s Make Selling Fun.” He be- 
lieves in training men in the process 
of developing skill rather than in just 
giving them knowledge. The men are 
urged to do a proper job so they will 
get a good reaction from the people 
they serve. Mr. Kenagy said agents 
should be trained through drill and re- 
hearsal like actors, football players or 
as in any other field where skill is es- 
sential. 








New Orleans Manager Dies 


W. P. Munden, 56, New Orleans dis- 
trict manager of the Life & Casualty, 
died from pneumonia. He was with the 
company 20 years, 16 in New Orleans. 
Before that he was district manager in 
Savannah, Ga. 





NEWS OF THE COMPANIES 





Business Men’‘s Has 
President's Month 


During November the Business Men’s 
Assurance is staging a special campaign 
among its sales organization in honor 
of President W. T. Grant, whose birth- 
day is Nov. 30. To the salesman who 
closes the month with the largest paid 
production will be awarded the presi- 
dent’s trophy, “The Dawn of Victory,” 
which he may retain for one year un- 
less he has previously won it twice, in 
which event he will be entitled to keep 
it permanently. In addition he will re- 
ceive $150 and a cash bonus for each 
point in addition to the previous high 
individual’s November production. 


Offer Loyalty Award 


As an added incentive, a special loy- 
alty award in the form of a gold filled 
pendant will be awarded to all sales- 
men submitting five written or paid ap- 
plications or $5,000 paid life insurance 
for the month whose branch offices 
reach their quota. Also they are given an 
opportunity to win a turkey for Thanks- 





giving by special production during the 
period of Nov. 1 to Nov. 15. 

The objective for the month is $23,000 
paid points and $2,500,000 life insurance. 





Pure Protection Life 
Praised for Move 


Superintendent Bowen of Ohio in a 
letter to President C. J. Bath of the 
Pure Protection Life of Cleveland states 
that in reorganizing on an old line, legal 
reserve basis a commendable step is 
taken in the interest of policyholders. 
Superintendent Bowen says the insur- 
ance department finds that the plan is 
undertaken in accordance with the stat- 
utes and has been submitted to the at- 
torney general for approval. He says in 
conclusion: 

“Tt would seem to me that you have 
made a wise selection in the name. 
appreciate the fine cooperation that we 
at the state department have received 
from your present officers and board, and 
I sincerely hope that under its new char- 
ter, the Great Lakes will become an 
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If you are in- 
terested in de- 
tails of our 
plan, consult 
A. B. Olson, 
agency vice- 


president. Company. 








“GUARANTEE MUTUAL MEN MUST SUCCEED” 


nation P 


What about agents’ compensation? 


This is one of the really complex questions yet to be 
answered by life insurance companies, The business 
has been very backward about approaching, and at- 
tempting to solve this vital matter, 
The Guarantee Mutual Life has not waited for 
others to take the lead. 
Advanced ideas on agents’ compensation form an 
important part of our carefully charted agency plan. 
We believe the man qualified by our selection 
standards, and trained in our Home Office School 
of Instruction, can best be compensated through 
» at least the first few months in the business on a 
“combination basis” . . . salary plus commission. 
This plan is far beyond the experimental stage with 
us. We believe it approaches the ultimate plan for 
equitable compensation for life insurance agents. 


Fairness to the beginner is a creed with our 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA, NEBRASKA 


ORCANIZED 1901 


Licensed ies Twenty-one States 
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THANKSGIVING 

















WE GIVE THANKS, that as an integral part of 
the Institution of Life Insurance ours is a business 
of service to our fellow man; that each day such 
prosaic terms as death claim, cash value, trust agree- 
ment, life income, reserves, life expectancy, etc., are 
transposed into protection, thrift, independence, 
comfort, contentment, security, happy homes and 
success. 


WE GIVE THANKS, that in our quiet and unob- 
trusive fashion we are helping to make our world 
a better place in which to live; that despite false 
prophets who stand in the market places and shout, 
“Wolf! Wolf!” in hollow, critical tones, the Insti- 
tution of Life Insurance continues to surge to 
greater heights, shielding in its enveloping Cloak of 
Protection those millions of believers who seek it 
as a Haven of Security. 




















PAN-AMERICAN LIFE INSURANCE CO. 
NEW ORLEANS, U. S. A. 
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Insured Savings 
vs. Uncertainty 


Nearly every business and profession periodically 
must face certain critics and theorists who, ignorantly 
er maliciously, attack—making sensational charges 
and distorting every point possible, all for an un- 
earned, soiled dollar acceptable only to charlatons or 
quacks. 


Life Insurance, like other big institutions, has had to 
face this barrage and has answered all charges with 
a GUARANTEED PLAN for FINANCIAL SECURITY and 
CERTAINTY OF INSURED SAVINGS. Moder condi- 
tions call for streamlined savings programs such as 
only life insurance protection can provide. 


Are you interested in helping place such protection? 
Then you will find it pays to be friendly with 











PEOPLES LIFE INSURANCE CoO. 


“The Friendly Company” 
FRANKFORT INDIANA 
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outstanding company, and one of which 
Cleveland may be proud.” 

The Pure Protection Life has called 
a meeting of policyholders Nov. 17 to 
take proper action to make the change. 
It will change its name to the Great 
Lakes Life. The Pure Protection Life 
has a diversified investment portfolio, 
having $68,150 in cash, $430,610 in bonds, 
of which’ $187,120 are government and 
$210,322 district and municipal. Its 
mortgage loans are $302,888, of which 
$286,896 are city. Its real estate is $127,- 
125, of which $103,135 are city proper- 
ties. Its premium loans are $22,867. 


Agency Head Made 
2nd Vice-president 


E. B. Raub, president Indianapolis 
Life, announces that the directors have 
promoted A. H. Kahler to second vice- 


ALBERT H. KAHLER 


president. He will continue his work 
as superintendent of agents. Mr. Kah- 
ler went with the company at Peoria, 
Ill, in 1911. He started to work as an 
agent on a part-time basis. Soon he saw 
the possibilities in the ‘business and en- 
tered into it full time. He was made 
manager at Peoria in September, 1912. 
He was successful both as a personal 
producer and an agency builder, and was 
called to the home office to become a 
field supervisor Dec. 1, 1913. He served 
in this capacity for 17 months, but left 
this work because he felt that a gen- 
eral agency offered greater possibilities. 
He returned to Peoria and in May, 1915, 
began the building of an agency des- 
tined to become the company’s largest 
agency. He was consistently among the 
leaders and stood at the top for many 
years in personal production as well as 
in agency standings. 

In 1934 he was elected a director. 
When a superintendent of agents was 
needed in 1935, he was called to the 
home office to assume that important 
post. 


Two New Assistant Actuaries 


T. E. Gill and G. H. Johnson have 
been appointed assistant actuaries of the 
London Life, London, Ont. Both are 
fellows of the Actuarial Society of 
America and the American Institute of 
Actuaries. 


Head Office to Fort Worth 


The Educators Mutual Life of Dallas 
has moved its head office to Fort 
Worth, being located in the Century 
building there. W. J. Laidlaw is presi- 
dent. The company acquired a 99-year 
leasehold which now becomes the home 
office. Carl Keyes becomes vice-presi- 
dent and George Parks auditor. Mr. 
Keyes has been associated with the 
company since it began business. He 
was formerly connected with the Utility 
Fire of Dallas and later with the Gulf 





States Life. He was assistant secretary 
and treasurer of the latter company 
Mr. Parks has been with the Southlan( 
Life as auditor. 


Continental American Plans 
New Home Office Structure 


Work has been started on plans fo; 
the new home office building of the 
Continental American Life. Massena 
& duPont, architects of Wilmington, 
Del., have been selected. 

The first unit will be six or eight 
stories high, designed so that it can be 
enlarged both vertically and horizontal- 
ly. It will occupy a site recently pur- 
chased at the corner of Rodney square, 
between the post office and court house 
in Wilmington. Plans are expected to 
be completed by April, and construction 
will start soon afterward. The architects 
will make a tour of eastern companies 
to study modern life insurance home 
office buildings. Turner Construction 
Company, Philadelphia, has been 
awarded the general contract. 





COMPANY NOTES 


A. H. Paradis and A. L. Mailman, both 
of Montreal, have been elected directors 
of the Montreal Life. 

The Atlanta Life has taken over the 
business of the Universal Relief of Fort 
Worth, both being Negro companies. 

The Golden State Mutual Life of Los 
Angeles, a Negro company, has been li- 
censed in Illinois. It is planning to be- 
come active in the Chicago district. 

North Carolina Mutual Life has been 
licensed in Pennsylvania, opening an 
office in Philadelphia at 512 South Broad 
street. . Deans, former manager at 
Richmond, Va., has been appointed Phil- 
adelphia manager, 





Plan Libraries Group Meet 


BALTIMORE — Miss’ Laura A. 
Woodward, librarian Maryland Cas- 
ualty, is general chairman of the 
annual conference of the Special 
Libraries Association, which will be 
held here next May. She is planning 
on exhibiting a model library for busi- 
ness or industrial organization, with a 
showing of trade papers, books, charts 
and other equipment pertaining to each 
of the businesses which members of the 
association serve. 





Heads National Reserve 
Agency Department 








T. A. LONAM 


T. A. Lonam is named superintendent 
of agencies of the National Reserve Life 
of Topeka, Kan., it is announced by 
George Godfrey Moore, president. Mr. 
Lonam has been in insurance work in 
Nebraska for 14 years. He is a gradu- 
ate of the University of Nebraska law 
school. 
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NEWS OF LIFE ASSOCIATIONS 





¢.0. Fischer Gives 
Talk at Syracuse 


SYRACUSE, N. Y.—Addressing the 
luncheon meeting of the Syracuse life 
underwriters body on the subject “New 
Frontiers,” C. O. Fischer, vice-president 
Massachusetts Mutual, said: ; 
~ “Ag we look about us and consider 
what is going on and has transpired in 
the past 20 years, we realize that these 
are days of great change. This is prob- 
ably true of every decade, for nothing 
is more permanent than change. It is 
logical that we must watch our step, and 
see that we keep ourselves in harmony 
by such adjustments as we should make. 


No Change in Fundamentals 


“Upon further consideration, we real- 
ize that these changes take place in the 
material things of life and not in what 
might be termed the basic philosophies 
and sciences. There are no changes in 
mathematics and accounting. Likewise, 
there are no changes in the laws of 
business success. We happily are asso- 
ciated with a business based on mathe- 
matical and actuarial sciences which are 
free from fundamental change. And in 
our work as salesmen, we are free from 
any basic change.” 

In concluding he said: 

“All that life insurance salesmen need 
do is keep in touch with that small part 
of their endeavor dealing with material 
things, and follow the rules of success 





in selling which are fundamentally the 
same as they have been for the past hun- 
dred years.” 

In Syracuse, Mr. Fischer attended the 
banquet tendered by his company’s lo- 
cal sales organization to General Agent 
C. H. Schaaff, in celebration of his first 
anniversary in the agency. During the 
year, the Syracuse agency scored a 50 
percent sales gain over the previous 12 
months. 


Final Missouri 


Program Announced 


SEDALIA, MO. — Record attend- 
ance with large St. Louis and Kansas 
City delegations, is expected at the mid- 
year meeting of the Missouri Associa- 
tion of Life Underwriters here Nov. 4-5. 
J. G. Callahan, Metropolitan, St. Louis, 
is president. 

At an officers’ training conference of 
all local associations with President 
‘Callahan presiding, greetings by H. M. 
Sparn, president Sedalia association, will 
be tendered. This will be the first an- 
nual conference for local association of- 
ficers. Subjects to be discussed will be 
value of leadership training, suggestions 
for running life underwriters’ associa- 
tions, etc. Among speakers will be Dal- 
las Alderman, C. L. Scott, Dorothy 
Riley, H. A. Hedges, E. E. Woodbury, 
Guy Cowden, A. T. Roth, Paul French, 
V. W. Wiedeman, Adam Rosenthal, 
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road and other securities. 


enterprises of the kind that helped build America. 
That is why life insurance... 


“stake” ... in the industry of the Nation. 


Hen own cook... bul a partner 






Do you own a piece of a telephone system? A tiny part 
of a city? Or a fraction of an office building? 

You undoubtedly do... . 
The life insirance premiums paid in by the Nation’s 
. a 63 million policyholders constitute a very important part 
of America’s wealth. This moncy is not allowed to stand idle; it must be 
promptly put to work for the benefit of the policyholders. Therefore, it is 
invested in Government and state bonds, in public utilities, mortgages, rail- 


This investing has, two objectives: Continuous rather than a high yield of 
interest; and, above all, safety of principal. It takes no part in speculative pro- 
motions, but welcomes the chance to provide capital for sound, worth-while 


safe and sound, unshaken by wars ‘or 
depressions... has been, for more than a century, a great 
constructive force in the economic structure of the Union. 

And that is why every man and woman who holds 


a life insurance policy has a personal interest . . . a 


© John Alden, a victim of pneumonia at 30, left a widow and infant daughter. Two years earlier he 
had taken out a family income policy with New England Mutual. The cost of the two annual pre- 





... A timely re- 
minder of the great 
contribution made 
by Life Insurance to 
economic stability 
for individuals and 
the nation. 

This New England 
Mutual advertise- 
ment is appearing 
in three great mag- 
azines; Collier’s, 
Saturday Evening 
Post, and Time. 


if you are insured. 





miums averaged about $217. Mrs. Alden will receive $100 EVERY MONTH until 1956, then $10,000 
in cash—a total of $31,600. Could any other investment have guaranteed this family such splendid pro- 
tection? Write Department TF, 87 Milk St., Boston, Mass., for booklet on family income insurance. 


New ENGLAND MUTUAL 


LIFE INSURANCE COMPANY 
Georce Witrarp Smitn, President 


























Frank Vesser, A. P. Shugg and Sam 
TF. Ut. ’ 

A banquet will be held, with an out- 
standing public relations man as guest 
speaker. : 

The executive committee will then 
meet to hear reports and transact busi- 
ness. 

The Saturday program is: 

“Dutch Treat” breakfast at 8 a. m. 

Registration. 

Meeting called to order by President 
Callahan, 

Addresses of welcome by H. M. Sparn, 
president Sedalia association; Mayor 
Bagby of Sedalia, and J. L. Rosenthal, 
president chamber of commerce; re- 
sponse by A. T. Roth. 

Address, F. T. Rench, general agent 
National Life of Vermont, St. Louis, vice- 
president St. Louis association and treas- 
urer 50th golden anniversary National 
Association of Life Underwriters. 

Address, “Sales Approach,” E. E. 
Woodbury, district manager Reliance 
Life, Columbia, Mo. 

Address, “Echoes Million Dollar Round 
Table,” E. B. Stinde, special agent North- 
western Mutual Life, St. Louis, life mem- 
ber Million Dollar Round Table. 

Address, “Self Pensions,” Miss Alberta 
Allen, Massachusetts Mutual Life, St. 
Louis. 

Address, “How to Build Prestige in a 
Rural Territory,” H. C. Johnson, Cape 
Girardeau, Mo., district manager Guard- 
ian Life. 

Address, “Let ’Em Buy,” H. A. Hedges, 
Kansas City, general agent Equitable 
Life of Iowa, national trustee and chair- 
man “On to St. Louis Committee” for 
1939 national convention. 

Address, “Functions of General 
Agents and Managers Association in 
State Association Work,” F. M. See, St. 
Louis, general agent New England Mu- 
tual Life, president St. Louis General 
Agents & Managers Association. 

Announcements and adjournment. 


Zimmerman Tells 
What Public Wants 


INDIANAPOLIS—“The customer 
appreciates the salesman who invariably 
considers the buyer’s needs and point 
of view,” C. J. Zimmerman, Chicago, 
vice-president National Association of 
Life Underwriters, told 450 local men 
at a meeting in the American United 
Life auditorium Friday. His subject 
was “Selling As the Public Likes It.” 

“This is true in the sale of life insur- 
ance as well as of other commodities 
or services,” said Mr. Zimmerman. “In 
serving the insuring public a survey in- 
dicates eight distinct points on which 
the buyer is receptive, critical, or ap- 
preciative. 


Should Know His Business 


“The public expects the life agent 
to know his business in comprehensive 
underwriting. He prefers the life un- 
derwriter who is primarily interested in 
the ideas and suggestions of the cus- 
tomer rather than in the salesman’s own 
preferences and ideas. 

“The buyer will listen to the sales- 
man who has a worth-while idea or 
service to offer. The buyer likes to 
consider one specific need and a service 
to fit that need at one time, and if de- 
sirable, a program tying in with the 
most essential life insurance needs of 
the buyer. 


What the Public Prefers 


“The insuring public prefers a sim- 
ple, human, and non-technical explana- 
tion of life insurance plans and policies. 
High-pressure methods are taboo, and 
the life underwriter who ‘offers his serv- 
ices im a sincere, straightforward man- 
ner is welcomed by the public. The 
buyer appreciates consideration for his 
time. 

“Often most important of all in sell- 
ing as the public likes it is a proper 
appreciation of and respect for the in- 
telligence of the buyer. The natural at- 
titude of the prospective buyer of life 
insurance is to be fair and open-minded 
if the salesman of life insurance service 
measures up to the high standards of 








WITH COMMONWEALTH’S 


NEW CORDIAL COOPERATION 


PLAN YOU, TOO, CAN GET 
intTO THE ig Sales 


GROUP OF INSURANCE 


Men 


When the office pep talk is over 
—you are left to shifi for pros- 
pects without further help from 
anybody. Prospects don’t jump 
out of side streets at you. waving 
money in one hand and holding 
a pen in the other, ready to sign 
on the dotted line. And they 
never will, but Commonwealth 
is launching its new campaign. 
“Opening Bigger Profit Making 
Doors For You.” to help its sales- 
men each working day—all day 
long. It will increase your sales, 
too, if you are interested in be- 
coming a Commonwealth agent. 


* For full details about how to be- 


come a wealth agent 
and cash-in on this sales plan, 
write to 


WALTER S. SCHNEITER 
AGENCY SECRETARY 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


HOME OFFICE - LOUISVILLE, KENTUCKY 
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today’s trained and competent life un- 
derwriter.” 

Paul Speicher, Insurance R. & R. said 
that the average man realizes that there 
are two kinds of income, present in- 
come and future income, but that often 
he does not realize that nearly every 
plan and ambition which he has for 
himself and his family rests upon fu- 
ture income. 

“Most people néed a new source of 
income ready to step in and do the job 
that is to be done in the future when 
individual earning power is gone,” he 
said. “Life insurance provides a new 
source of income which goes into action 
when normal income is stopped by un- 
expected death or by old age. Life in- 
surance helps to finish the unfinished 
jobs that men and women have under- 
taken.” 


“Rough Notes” Award 


At the first session of the clinic, C. C. 
Robinson, editor “Insurance Salesman,” 
announced five scholarship awards 
sponsored by “Rough Notes,’ to 
be given on a basis to be established by 
tht executive committee for the clinics, 
consisting of R. L. Colby, Franklin 
Life; H. E. Nyhart, Connectiut Gen- 
eral; W. J. Greener, Equitable, N. Y.; 
C. C. Jones, Jr., Connecticut Mutual; 
J. E. Craigle, Prudential (Industrial) ; 
C. F. Maetschke, Prudential (Ordinary), 
and E. A. Krueger, State Life. The 
awards will be made when certificates 
are given to graduates of the clinics at 
the graduation exercises, Feb. 10. 


Organize in Nevada, Only 
State Without Association 


With the assistance of F. Edward 
Walker, Salt Lake City, president Utah 
Life Underwriters, representing the Na- 
tional association, and D.. Shupe, 
former president of the Ogden, Utah, 
association, the Nevada Association of 
Life Underwriters was formed at a 
meeting in Reno. A charter was re- 
quested by 35 agents in a petition ad- 
dressed to the National association. 
These officers were elected, with others 
to be named at the November meeting: 
President, Vaughan Harlan, Occidental 
Life; vice-president, T. L. Smart, Bene- 
ficial Life; secretary-treasurer, D. 
Ackrea, United Benefit Life; national 
committeeman, Earl Ross, New York 
Life. A committee was named by the 
president to draft a constitution and by- 
laws patterned after the one governing 
the national body. Nevada has been the 
only state without any local association. 


Texas State Meeting 
to Be at San Angelo 


The Texas Association of Life Un- 
derwriters will hold its annual conven- 
tion in San Angelo, Tex., June 22-24, 
1939. Plans for entertainment are al- 
ready completed by the host associa- 
tion. 

J. E. Yates, Great Southern Life, has 
been appointed general chairman of the 
convention committee. It was during 
his term as president of his association, 
that San Angelo’s bid for this conven- 
tion was accepted. ‘ 

The San Angelo association is one 
of the most active in the Texas group. 
C. R. Venable is president. 

Texas life men are making plans even 
this far in advance to attend the con- 
vention. The Texas Leaders Round 
Table will hold its pre-convention meet- 
ing on June 22. The general agents 
and managers section will meet on the 
23rd, with the state convention on the 
24th. 

John Costello of Dallas, is chairman 
of the Texas Leaders Round Table. R. 
F. White of Dallas is chairman of the 
general agents and managers section. 


Endorse Safety Program 


A joint meeting of the Austin (Tex.) 
Insurance Exchange and the Austin As- 
sociation of Life Underwriters, with 
W. R. Rathbone, president of the life 


group, presiding, endorsed the accident 
prevention program of the Austin 
safety department, and offered the as- 
sistance of the members in the fight to 
prevent accidents. 


Greenville, S. C.—The monthly meeting 
was devoted to a discussion of “Your 
Job and Mine.” President B. C. Wright 
spoke about the objectives of the or- 
ganization for the year. B. R. Langley, 
chairman of the program committee, out- 
lined the subjects for the coming meet- 
ings. M. McManus told what the asso- 
ciation could do in raising the standard 
of agents. Horace McGee, who attended 
the Houston convention of the National 
association, gave some observations on 
that meeting. 


Ottumwa, Ia.—James E. Rutherford, 
Des Moines, general agent Penn Mutual 
and president of the Iowa association, 
spoke at a-dinner meeting. 


Burlington, Wis.—Martin L. Seltzer, 
Des Moines general agent Aetna Life, 
talked at a dinner on “E’choes from Suc- 
cessful Underwriters.” 


Victoria, B. C.—J. B. Munro, deputy 
minister of agriculture of British Co- 
lumbia, suggested that it might be wise 
for life insurance men to have some who 
are hard to convince of the importance of 
life insurance secured to act as pall- 
bearers a few times. He told of life 
insurance in Victoria in the early days. 


Topeka, Kan.—The association is start- 
ing a breakfast program next Monday 
and expects to continue with a break- 
fast once a month, The first speaker is 
Rev. Roy W. Zimmer, district supervisor 
of the Christian Church. 


San Francisco—L. M. White, North- 
western Mutual Life, was nominated 
without opposition for chairman of the 
Quarter Million Dollar Round Table of 
the San Francisco association. Others 
nominated, to be elected by mail ballot, 
are George Bowman, New York Life, and 
H. W. Dodge, Mutual Life, for vice- 
chairman; H. N. Lyon, Fidelity Mutual, 
and E. E. Bingham, Union Central, for 
secretary-treasurer. 

Mr. White started in the insurance 
business while attending college in Ari- 
zona and joined the Northwestern Mu- 
tual as a full-time agent immediately 
upon graduation 19 years ago, in Phoe- 
nix, Ariz. He has been active in the San 
Francisco agency for 12 years, 


Northeastern Iowa—J. E. Rutherford, 
president Iowa association, spoke at the 
first fall meeting in Waterloo on “One 
Hundred Years of Social Security.” Over 
55 agents attended. L. P. Schwinger, 
president, presided. 


Detroit—Detroit life insurance people 
are interested in activity of the “Cru- 
sade for Jobs” committee here, which 
distributed 70,000 questionnaire forms to 
local families requesting information on 
prospective purchases in the fall and 
early winter. A question was whether 


‘fair, 





they plan to buy additional life ingyy. 
ance. Willis Hall, Detroit board of com. 
merce, outlined the plan at the Octobe; 
meeting. 


Jackson, Miss.—The association maip. 
tained a booth at the Mississippi stat, 
with all member agencies being 
given an opportunity to participate 
Agencies helped to defer expenses. More 
than 5,000 cards were filled out by vigj. 
tors, which later were distributed among 
agencies where these persons live, The 
cards are being used as a valuable pros. 
pect list. 


Halifax, N. 8S.—Jordan W. Smith, Mari- 
time Life, has been elected president, 
succeeding George C. Hatfield, Metro. 
politan Life. 


Boston—A presentation of “The Tria] 
of John Q. Agent” was given by mem. 
bers of the association. The sketch has 
been presented in Philadelphia and other 
cities. The cast was coached by Doane 
Arnold, New England Mutual Life. 


Fort Wayne, Ind.—L. O. Schriver, 
Aetna Life, Peoria, Ill., past president 
of the national association, said proper 
work habits are most important for suc- 
cess. “We live by our habits, and the 
salesman who has working habits that 
keep him on the job will succeed,” he 
declared. He urged the planning for 
each day’s work and the use of an earn- 
est sales talk, 


Northern New Jersey—A. E. N. Gray, 
assistant secretary Prudential, will be 
the guest speaker. The sales congress 
will be held Dec. 1 in Newark. 


Springfield, Ill1—E. E. Cooper, agency 
assistant Equitable Life of Iowa, will 
speak the evening of Nov. 4 on “Our 
Obligation in Life Insurance Selling.” 


Kankakee County, Il.—An association 
has been organized with L. K. St. John 
of the Prudential as president, with 
headquarters at Kankakee. G. S. Brown 
of the Penn Mutual Life in Chicago 
spoke at the first meeting on “Life 
Needs.” 


Chattanooga, Tenn.—President David 
A, Park, New England Mutual, and Bart 
Leiper, Provident Life & Accident, re- 
layed pertinent information gathered at 
the Houston convention as to how an 
association’s membership may be in- 
creased. 


Evansville, Ind.—H. L. Rogers of In- 
dianapolis, state association president, 
spoke on “The Aims of Today’s Life 
Underwriter.” President N. C. Hancock 
appointed the following committee chair- 
men: Business standards, E. O. Simpson: 
entertainment, G. R. Eastham; member- 
ship, Robert Hill; publicity, Robert Le- 
Compte; by-laws and legislation, V. U. 
Poindexter; education, Morris Levi: 
finance, J. R. New; state director, Maurice 
Nelson. 








Gentlemen: 


this letter. 


panies. 


tion, as I have in the past, 


practically a clerk’s cost. 


my cost to the company. 
budget. 


are interested, write at once. 





A LETTER TO ALL 
COMPANY PRESIDENTS AND 
SUPERINTENDENTS OF AGENCIES 


If you would like to have an outstanding sales promotion job done 
for your organization by someone who has had 10 years of successful 
background—even though your budget has no place for the amount neces-: 
sary to add the man with such qualifications—you will be interested in 


I have a record which I can outline in detail and of which I can be 
proud—which has, in fact, brought me correspondence from thany com- 
It covers 10 years in life insurance sales promotion and adver- 
tising—10 years of experience covering every phase of the work, recruit- 
ing, sales campaigns, advertising, house organs, publicity. 


I can fune- 


ve as a complete one-man sales promotion 
department, giving to you the equivalent of what. the leading companies 
are paying $50,000 to $100,000 to get. 


And I can give this to you for 


The reason for this is that I am seeking 
a new connection—and: I have the confidence of my accomplishment 
(plus the reserves) to know that I can warrant the future. 

I want a connection where I can work and work hard—where there 
is a job to be done—and where you can write your own ticket to cover 
I do not want or need a fancy budget. 
job to be done would be developed on the basis of your designated 
Location or size of company is not a factor. 
starting salary is not a factor—the reality of the opportunity is. 


The 


As I have said, 
If you 
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LIFE AGENCY CHANGES 





Phelps to Boston 
as General Agent 


Nelson D._ Phelps assistant director 
of agencies Northwestern Mutual Life 
for eight years, becomes general agent 
at Boston Jan. 1, succeeding B. H. 





NELSON D. PHELPS 


Badenoch, who resigned as of Dec. 31. 

Mr. Phelps was born in Oakland, Cal., 
educated at Berkeley, attended the Uni- 
versity of Michigan and joined the 
Northwestern Mutual home office in 
1925 in the agency department educa- 
tional division. He was appointed as- 
sistant director of agencies in 1930 and. 





has been in charge of the educational 
division and has supervised the contract 
division, while handling field work. 

He has visited every agency one or 
more times in the past eight years, gain- 
ing wide knowledge of field conditions 
and supervisory work. He had charge 
of an annual meeting of the Association 
of Agents and directed two New York 
regional meetings. In addition he has 
handled preliminary arrangements for 
the forthcoming 1939 convention in Jan- 
vary. He is 2 €. L. U. 

Mr. Badenoch has been general agent 
in Boston since 1932. He was an adver- 
tising representative of the Chicago 
Tribune before becoming special agent 
of Hobart & Oates, Chicago general 
agents Northwestern Mutual in 1915, 
and became a leading producer. In 1930 
he was chairman of the standing com- 
mittee of the Association of Agents and 
has been active in other company and 
life underwriters’ organizations. He also 
is a C. L. U. His plans have not been 
announced. 





Providence General 
Agent Appointed 


Roderick Pirnie, personal producer of 
the Massachusetts Mutual, located at 
Springfield, Mass., and Providence, has 
been appointed general agent at Provi- 
dence, succeeding Winthrop Winslow. 

Mr. Pirnie entered life insurance as a 
personal producer for Northwestern Mu- 
tual in 1922 at Springfield, securing over 
$200,000 of business during his first year. 
While in that connection, he organized 
the Roderick Pirnie Estate Service with 
branch offices in Holyoke, Worcester, 
and Providence, developing through this 
course from $750,000 to $2,500,000 every 
year. 

In 1925 he was appointed general 
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SOL MINZER 
Dallas Agency 
1ST VICE PRES. 


HOME OFFICE 





ORCHIDS to these Officers of our El] Capitan-Leading 
Producers Club who earned their rank by amassing 
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agent for an eastern company, in Massa- 
chusetts and Rhode Island. He con- 
tinued in that connection until Nov. 1, 
1937, when he resigned and returned to 
personal production with Litchard & 
Cook, Springfield general agents for the 
Massachusetts Mutual. 

Mr. Pirnie was one of the organizers 
and is a past president of the General 
Agents Association of Springfield. He 
is a past president of the Springfield 
Association of Life Underwriters. For 
several years, he has been a national 
committeeman of National Association 











RODERICK PIRNIE 


and was a candidate for election as na- 
tional trustee at the Houston convention, 
withdrawing in favor of John W. Yates, 
general agent in California. Mr. Pir- 
nie is vice-president of the Massachu- 
setts State Association of Life Under- 
writers, and for several years has been 
active in an effort to regulate the sale 
of savings bank life insurance in Massa- 
chusetts. 

Mr. Pirnie is a native of Springfield. 
He received his higher education at 
Bowdoin, Harvard and Oxford. Dur- 
ing his college life, he was active in 
athletics, being a sprinter on the varsity 
track team at Bowdoin, and stroking the 
Merton college eight at Oxford. 





Takes Peoria Post for 
Northwestern National 











w. 


M. LA'TEBH 


W. M. Lateer has been appointed 
general agent of the Northwestern Na- 
tional Life in Peoria, Ill, territory, with 
offices at 510 Commercial-Merchants 
National Bank building. 

Mr. Lateer has had broad experience 
in life insurance selling and agency 
building. He started as an agent of the 
John Hancock at Ludlow, IIl., later was 
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supervisor in Detroit and ten years ago 
was made general agent of that com- 
pany in Peoria, continuing until this 
year. Despite managerial duties, Mr. 
Lateer has been able to maintain his 
annual personal production at a sub- 
stantial figure. 

He has been active in association 
work and served as president of the 
Illinois State Life Underwriters Asso- 
ciation. 


Opens Chambersburg Agency 


The Bankers National Life of Mont- 
clair, N. J., has appointed F. C. Champ- 
lin general agent for Chambersburg, 
Pa., and vicinity. He served as assist- 
ant manager of the Metropolitan for 
some years. He then expanded his ac- 
tivities to include general insurance, rep- 
resenting the Commercial Casualty at 
the present time. Mr. Champlin is now 
adding a life insurance department to 
his agency so that he may more eff- 
ciently serve his clientele. 


Hoffman to South Bend, Ind. 


C. J. Hoffman, supervisor of the Marc 
A. Law general agency of the National 
Life of Vermont in Chicago, resigned to 
go with the Indianapolis Life at South 
Bend, Ind. He had been associated with 
Mr. Law for three years. 











@ “Yes, my income—or at 
least part of it—will continue 
month after month for five full 
years beyond my lifetime! In 
addition, my family will receive 
a substantial sum in cash—to 
cover emergency expenses and 
urgent debts.” 


@ WELL PLANNED AP- 
PROACHES, SALES TALKS, 
CLOSES ... AND A MODERN 
LINE OF POLICIES TO FIT 
TODAY'S NEEDS .. . ASSIST 
OLD LINE LIFE AGENTS IN 
PROFITABLE SELLING. 


@ ACTIVE AND FRIENDLY 
COOPERATION. 


@ Inquire Now About Agency 
Openings Available in: Illinois, 
Iowa, Michigan, Minnesota, 
Wisconsin. 


Gyre 


MILWAUKEE, WISCONSIN 
Life—Accident—Health 





Provident Mutual's 
3rd Chicago Agency 


The Provident Mutual Life is opening 
a third agency in Chicago. E. S. Albrit- 
ton, who has 
served as gen- 
eral agent in 
the Harris 
trust building, 
will be in 
charge of the 
new unit for 
which offices 
are in process 

; selection. 


good record as 
general agent 
in the Kansas 


City area, will © WILLARD EWING 


move to Chi- 
cago to. take 
charge of the 
Harris Trust 


branch. 
Albrit- 


Mr. 
ton went to 
the Provident 
Mutual from 
the Southern 
States Life, 
where he was 
vice - president 
and manager 
of agencies. 
Previously he 
had had a very 
successful _ ca- 
reer as general 
agent of the Minnesota Mutual. He is 
a trustee of Northwestern University 
and past president of its alumni associa- 
tion of that college. Mr. Albritton will 
be located in the Field building. 

Mr. Ewing, who has been general 
agent in Kansas City since 1930, re- 
cently celebrated his 25th anniversary 
with the company. Starting as a clerk 
in the agency department, he became 
successively supervisor of the Philadel- 
phia agency, agency assistant at the 
home office, assistant manager of agen- 
cies and general agent. 

The other agency in Chicago is under 
the partnership management of S. D. 
Marquis and Leonard Ellsworth. This 
agency is at 10 South La Salle street. 
District offices are maintained at La 
Salle, Rockford, Peru, Aurora, Kanka- 
kee, Spring Valley and Joliet. 


McBride to Home Office Agency 


M. A. McBride has been transferred 
from the home office of the Bankers 
Life of Iowa to the home office agency 
as a special agent under W. K. Nie- 
mann, manager. He joined the Bankers 
Life in 1931 and has been in the actu- 
arial and investment departments. He 
is executive vice-president of the Des 
Moines junior chamber of commerce. 


Opens Local Agency 

J. W. McClelland, who has been gen- 
eral agent, the Ohio National Life, in 
Detroit for the past six years, has re- 
signed and is to develop an established 
general insurance agency, with offices at 
1014-1015 Fox building. It is known as 
the McClelland Insurance Agency. 


Slack N. M. General Agent 


Harry Slack has been named general 
agent in New Mexico for the Kansas 
City Life. He has been with that com- 
pany several years. 


Allison Is Chicago Manager 
Wayne Allison has been appointed 


E. 8S. ALBRITTON 


Chicago manager of the Monarch Life. |, 


He has been with the company one year 
and was formerly a local agent in Glen 
Ellyn, Il 


A district office of the Connecticut 
General Life has been established at 
Mt. Pleasant, Ia., with Arthur Morrow 
as district manager. 


Get an improved settlement option 
slide rule. $1.50. National Underwriter. 





SALES MEETS 





Gather on Mt. Hood 


PORTLAND, ORE.— Twenty-nine 
agents of the Equitable Society, headed 
by T. H. Groves, agency manager, were 
honored this week at a gathering in 
Timberline Lodge on Mt. Hood. The 
event marked the half-way stage in the 
Equitable’s national contest to deter- 
mine leaders who will be qualified to 
attend the 80th anniversary celebration. 


Aetna Life Kansas Rally 


At the annual meeting of the Kansas 
agency of the Aetna Life in Topeka, 
with 75 in attendance, O. T. Cropper, 
general agent, announced increase in 
business this year over last in both the 
life and accident departments. 

Commissioner Hobbs of Kansas was 
the banquet speaker. 


Chace in Oklahoma 


George H. Chace, vice-president in 
charge of ordinary agencies of the Pru- 
dential Life, visited Oklahoma City as 
guest of the Charles D. Jolly general 
agency, which represents the company 
in Oklahoma and western Arkansas, and 
spoke at a luncheon. 


Prudential’s Mid-west Convention 


Nearly 500 managers and agents of 
the Prudential attended a middle west 
meeting in Cleveland, Oct. 31-Nov. 4. 
F. H. Yeomans, supervisor from the 
home office, was in charge. 


Record for Applications 


To forward to the home office in one 
day 52 applications for life insurance 
and 130 applications for health and acci- 
dent insurance was the record set by 
three members of the R. B. Suffron 
agency of the Ohio State Life in De- 
troit. The three included Mr. Suffron 
himself, D. B. Ayers and A. W. Last. 





No. effort was made to hold up FF 
policies and send them in at one tin | 
They just happened to be ready fo — 
mailing at the same time. The writin Fr 
of these policies was a feature of th 
campaign which the field force of th 
Ohio State Life is putting on in hono; § 
of President Claris Adams, 4 


Nebraska Institute Meets 


The first fall meeting of the Ne} 
braska Insurance Institute was held x 
Omaha, it being preceded by a dinner. | 
there being present 53 members an) 
guests. J. C. Seitz, actuary Guarante 
Mutual Life, is president and presided | 


A. W. Mason, assistant secretary Lip. p- 


coln Liberty Life of Lincoln, is secre. F- 
tary. Dr. Roy W. Fouts, well know |” 
Omaha x-ray man, roentgenologist anj | 
vice-president of the house of delegate 
of the American Medical Association, [ 
spoke on compulsory health insurance — 
He has spent a number of years of f- 
study on this, having prepared his firs f 
paper in 1926. He traced the com} 
pulsory health insurance program from — 


its beginning in Europe some gener. 


tions ago to the present. He told about 
the present trend of compulsory health 
insurance. The members were greatly 
interested and suggested that Dr. Fouts 
appear again for a conference. The 
meetings are alternated between Lin- 
coln and Omaha. 


Kansas City Club Revamped 


The Home Office Life Underwriters 
Club of Kansas City has been reorgan- 
ized with D. Alport of Business Men’s 
Assurance as_ president. Committees 
were appointed to draft a constitution 
and arrange a program. A meeting will 
be held early in December. Tom 
Baker, Kansas City Life, is vice-presi- 
dent; K. W. Wood, American Savings 
Life, second vice-president; Miss L, L. 
Smith, National Fidelity Life, secre. 
tary, and C. D. Scott, B.M.A., treas- 
urer. 











Pure Protection 


LOW COST 
Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE Lire INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS. ON AN UNPAID CLAIM” 
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R. A. Judd in New Quarters 

Robert A. Judd, Chicago branch man- 
ager Phoenix Mutual Life, has moved 
into new, larger quarters in 208 South 
LaSalle building room 1026. The agency 
layout closely follows the standard 
Phoenix Mutual design. Senior and 
junior divisions are segregated. New 
agents are required to remain in the 
junior division two years, then automat- 
ically promoted. Improvement has been 
made in the agency telephone system, 
there being no central switchboard but 
small individual switchboard units with 
direct incoming and outgoing lines. It 
has been found there are about three 
times aS many outgoing as incoming 
calls, so the new plan saves the office 
time and money. This is the largest in- 
stallation of its kind in Chicago. A spe- 
cial mechanical arrangement has been 
installed whereby agents are given 
training in use of the telephone. Mr. 
Judd feels that since much prospecting 
is done by telephone, agents should be 
trained in telephone technique. 


McDowell Before Insurance Club 


Insurance reporting organizations like 
to consider themselves a company’s in- 
surance against bad risks and a source 
that enables producers and underwriters 
to write business that on the surface 
does not appear good, said J. P. Mc- 
Dowell, manager Retail Crédit Com- 
pany in Chicago, in addressing the In- 
surance Club of Chicago. Originally, 








OF "APP" PRODUCERS 


Smart insurance men 
are “cashing in” on the 
“Streamliner” — sales 
producing calendar coin 
bank de luxe. 100 
“apps” in 5 months 
through the use of this 
bank is the record of 
one enthusiastic user. 
Five beautiful colors. 


SAMPLE SENT POSTPAID on receipt of $1.25 


Quantity Prices on Application 


Mail coupon today. 





Banthrico Incorporated 

560 West Lake Street Chicago, Illinois 
Enclosed is $1.25 for sample of Calendar Bank. 

Please send me sales presentation and full informa- 


= as to how the “‘Streamliner”’ will inarease my 


POOR m meme eee eee eee e eens saeeseseseeeeeenes 





life companies secured reports primarily 
as a protection against fraud and sub- 
stitution, he said. Later developments 
have made it necessary to obtain more 
detailed information. Material obtained 
relates to identification, duties or occu- 
pation, and financial status of prospec- 
tive assureds. As to financial status, 
he said, it has been found that com- 
panies, although varying, write personal 
insurance as follows: Ages 20-24, 14 
times annual income; 25-29, 13 times an- 
nual income, and up, varying according 
to age up to 60 to 65 only 3 times an- 
nual income. Business insurance gen- 
erally, he said, is on a basis of 5 times 
annual income. 

Health and family history are im- 
portant items covered, said Mr. McDow- 
ell. Careful investigation brings out 
hidden impairments in both the appli- 
cant and family health history. Re- 
garding aviation, air-mindedness of ap- 
plicant and flying habits are checked. 
Turning to automobile insurance, he 
said, recent development have brought 
many new underwriting points and a 
need for information from an unbiased 
source. The best measuring rod ob- 
tained to answer many questions is 
whether or not moral hazard is present 
in the risk involved. Among other 
problems covered are condition of au- 
tomobile, uses of the car, past losses 


and circumstances surrounding past 
losses. In each line of reporting, he 
said, the importance of determining 


character and reputation of the indi- 
vidual is the basic thought. Mr. Mc- 
Dowell said his organization is world 
wide in scope. 

W. F. Kuffel, president of the organi- 
zation, presided. 


Are Honoring Frank Miles 


A campaign honoring Frank Miles, 
assistant manager, is being conducted 
by the life department of the Insurance 
Exchange branch of the Continental 
Assurance-Continental Casualty in Chi- 
cago, to end Nov. 30. The interesting 
feature is a great enlargement of a 
photograph of Mr. Miles which has 
been cut in 180 squares. Each applica- 
tion submitted will go toward building 
up the picture, the goal being to make 
it complete by the end of the month. A 
prize will be awarded the producer sub- 
mitting the largest number of applica- 
tions. 





Hold Sales Conference 


Three Chicago agencies of the Mu- 
tual Life of New York joined in a sales 
conference to discuss recent changes in 
its new policy forms and exchange sell- 
ing ideas. G. A. Sattem, superintendent 
of agents from the home office, spoke. 
Agencies represented were John R. 
Hastie, Samuel Heifetz and Claude L. 
Coyner, About 125 attended. The meet- 
ing was held in the Heifetz agency. 


A. E. McKeough Entertained 


A. E. McKeough, who has been ap- 
pointed Chicago general agent of the 
Ohio National Life, was given a dinner 
by 25 of his former associates of W. A. 
Alexander & Co., where he was super- 
visor for the Penn Mutual. Len Ulrich 
was toastmaster. 


Chicago Actuarial Meeting 


The Actuarial Club meets Friday eve- 
ning of this week with L. S. Morrison 
of the Life Insurance Sales Research 
Bureau of Hartford as speaker, his sub- 
ject being “What Price Business?” He 
has made a number of exhaustive sur- 
veys on acquisition cost for the bureau. 


Schwemm Office in Lead 


An annual drive in honor of Presi- 
dent G. W. Allan of the Great-West 
Life was launched by the Earl M. 
Schwemm agency of that company in 
Chicago at a luncheon this week honor- 











ing H. W. Manning, general manager 
at the head office. He and H. A. H. 
Baker, assistant general manager and 
superintendent of agencies, were in Chi- 
cago attending the Research Bureau- 
Life Agency Officers annual meeting. 
Mr. Manning reported the Schwemm 
agency led all Great-West agencies in 
the United States and Canada in Oc- 
tober, for the fifth consecutive month, 
and also is first in new paid business 
for the year to date. The agency’s paid 
business is 15 percent ahead and the 
volume for ten months was greater than 
all last year. The company as a whole 
also is ahead. 





Mutual Life Meeting 


HARRISBURG, PA.—The Harris- 
burg agency of the Mutual Life of New 
York held its annual agency meeting 
with Manager R. E. Myer presiding. 
The address of welcome by Manager 
Myer was followed by business discus- 
sions—several representatives illustrat- 
ing the various methods used by them 
in prospecting and the delivery of pol- 
icy contracts. Representatives and 
their wives were guests of Manager 
Myer at a dinner dance. 

The leaders of the agency in paid for 
business and number of lives insured 
were honored. Paul C. Richley of Har- 
risburg received the trophy given to 
the agent with the best record of paid 
for business for the year. This is the 
third consecutive year he has won the 
cup, thus giving him permanent pos- 
session. 

A. C. Hottenstein of Milton, Pa., re- 
ceived the trophy given to the repre- 
sentative with the best record of lives 
insured, 

The principal speaker was J. Roger 
Hull, assistant superintendent of agen- 
cies at the home office. 





Medical Director Joseph C. Palmer 
of the Farmers & Traders Life of Syra- 
cuse died. Dr. Palmer had been with 
the company about 23 years. The va- 





Opens New Office 








GREEN 


WALTER C, 


Walter C. Green is now operating in 
Chicago independently as an actuarial 
consultant and has opened new offices. 
Mr. Green has a thorough grounding 
in the mathematics of the business and 
has had diversified, practical experience. 
For the past 2% years he has been a 
partner in a consulting organization. 
Previously for three years he served 
as associate actuary of the Illinois de- 
partment. Before that for eight years 
he was located in San Francisco as a 
junior partner in the firm of Coates & 
Herfurth. After graduating from the 
actuarial course at the University of 
Michigan, he was connected with Inter- 
Mountain Life of Salt Lake City as as- 
sistant actuary. He is an associate 
member of the American Institute of 
Actuaries, Actuarial Society of America 
and Casualty Actuarial Society. Mr. 
Green’s office is at 3910, 135 South La- 
Salle street, Field building. 











cancy caused by his death will be filled 
by the executive committee in the very 
near future. 
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Industrial Assistant Superintendents and Agents 


openings for Superintendents (which with our 
Assistancy with an 


guarantee $150.00 per month with an overwriting of 10% on ail 
as times on all Monthly Premium increase. 

We pay but our times on increase the first year me U4 
times industrial; 2nd year, 39 times: 3rd year. 4344 times; 4th year, 473% es; and 


Commissions on collections on debits range from 15% to 20% with debits collected once 
a month. Ordinary commissions 65% graded witth renewals as long as you remain with 


thly plan with premiums as low as 2lc per month. Our 
cash bn ay loan, paid-up and extended ins 


We have openings in Indiana and Michigan for live wires. If y ualify and 
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Vice President, Conservative Life Insurance Company of America, South Bend, Indiana. 


Our ¥ aye t contracts are not surpassed by any Company. 
Policl 


Industrial Company), aiso 


We issue regular Ordinary 
urance values after 


ou can q 








The COLONIAL 





LIFE INSURANCE COMPANY of AMERICA 
A PUBLIC SERVANT SINCE 1897 


The Colonial patriot, John Quincy Adams, said we should respect 
our forefathers and think of our posterity. 


We add: To provide for our posterity is our responsibility. 


OVER 113 MILLION IN FORCE 
Home Office—Jersey City, N. J. 











BARROW, WADE, GUTHRIE & CO. 
(Established 1883) 


CERTIFIED PUBLIC ACCOUNTANTS 


Members of The American Institute of Accountants 
120 Broadway, New York City 
Offices in the principal cities of the United States and Canada 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Aetna Life Is to Change 
Policy Provisions 


The Aetna Life will discontinue its 
retirement annuity contract, cut policy 
loan interest to 5 percent and reduce the 
guaranteed rate on proceeds to 2% per- 
cent under all options except the life in- 
come, where the 3 percent rate will be 
used but in connection with a somewhat 
more conservative annuity mortality ta- 
ble. The guarantee on dividends left 
to accumulate on participating contracts 
will be 2% percent. -Provisions for pay- 
ment of excess interest in both partici- 
pating and nonpar contracts will be con- 
tinued. 

The double indemnity provision has 
been completely redrafted, one of the 
provisions being inclusion of fare-pay- 
ing passengers on commercial air routes. 
Taking the place of the present insur- 
ance-with-life-income plan, which will 
be discontinued in the nonpar depart- 
ment, a new form will provide an in- 
come at maturity of $5 a month for each 
$1,000 of insurance, payable for 120 
months certain and life thereafter. 


New Endowment Series 


The Aetna is also adding endow- 
ments at 60 and 65 and whole life paid 
up at 65. No increase is being made in 
non-par rates except that if a deferred 
endowment is written payable in instal- 
ments, or an ordinary life contract is 
written as a monthly income policy for 


a term certain, the commuted value of: 


the instalments payable will have to be 
somewhat higher, requiring a slightly 
higher premium. Extra premiums re- 
quired to make the monthly income con- 
tinuous for live have also been revised. 

“Progressive” forms are being dropped, 
as issues are negligible. The participat- 
ing plan providing for $10 a month in- 
come per $1,000 of face amount will 
carry a 120 months’ guarantee instead 
of the present 100. 

Annuity rate changes have resulted in 
some increase in premium rates. Occu- 
pational ratings have been revised and 
provision is made for issuance of dou- 
ble indemnity at rated premiums in cer- 
tain occupations. 


Changes Are Made by the 


Sun Life of Baltimore 


The Sun Life of Baltimore has 
adopted a 3 percent interest assumption 
for all settlement options in its new 
series of policies. While this is more 
conservative than the options under old 
policies, it still produces results which 
will place its agents in a very favorable 
position. The new schedule of settle- 
ment options is identical with that which 
has been in use by Aetna Life, Kansas 
City Life and several other companies 
for some time. They are designated by 
Tablcs 2, 21 and 39 in the settlement 
option section of the 1938 “Little Gem 
Life Chart” and also in the “Unique 
Manual-Digest.” 

A very pronounced liberalization of 
juvenile contracts produces a high death 
benefit at the very young ages. This 
starts in at $125 during the first year 
on policies that are issued at ages un- 
der six months and when the policy has 
been in force one year the death bene- 
fit is increased to $225. This amount 
doubles when the policy has been in 
force two years and increases thereafter 
to bring the death benefit up to $1,000 
when the policy has been in force five 
years. The old plans guaranteed only 
the return of premiums plus 3% percent 
compound interest in event of death 
prior to maturity of the two endowments 
which it wrote. The company will now 
write 20-payment life, 20-year endow- 





ment and endowment at age 18. The ac- 
companying table shows the premiums 
for insurance of the child alone but the 
line added at the bottom quotes the 
premium for payor benefits at age 35, 
providing waiver of premiums in event 
of death or disability of the parent. 


Annual Premium Rates per $1,000 


Payor Clause 
4.90 


John Hancock Cuts Policy 
Loan Interest Rate 


The John Hancock will reduce policy 
loan interest to 5 percent, interest on 
proceeds or dividends left on deposit to 
2% percent and will change the life in- 
come option to conform with the new 
annuity table adopted July 1. However, 
the 3 percent basic interest rate will con- 
tinue under options 2 and 3, where pay- 
ment of proceeds is made for a specified 
period. 

No change will be made in premium 





rates for insurance, but rates on retire- 
ment contracts covering a combination 
of endowment and annuity will be in- 
creased to the extent necessary to main- 
tain the annuity feature at the same 
fixed unit of $10 a month on the basis 
of present annuity rates. The annual 
premium retirement annuity will be con- 
tinued for the time being but at an 
increased premium. 


Guarantee Mutual Annuity Rates 


Nov. 1 was the effective date for new 
immediate annuity rates of the Guaran- 
tee Mutual of Omaha. The company 
will write the three popular forms of 
immediate life annuities with rates 
based upon the standard annuity table 
with interest at 3 percent. The male 
age is set back one year and the fe- 
male age six years in using the table. 
This is the table that has been adopted 
quite widely in the last few months and 
is popularly known as the John Han- 
cock table because that company was 
the first to announce its adoption. 


Connecticut Mutual Interest 


The guaranteed return on the interest 
option of the Connecticut Mutual Life 
has been reduced from 3 per cent to 2% 
percent. In a recent issue the figure was 
named 2% percent, which was incorrect. 


Retain National, Vt., Scale 


The National Life of Vermont in 
1939 will continue to pay dividends to 
policyholders on all forms of insurance 
and annual premium retirement annui- 
ties on the same scale which was paid 
in 1938. The basis of surplus interest 
remains unchanged at 344 percent. The 
company is able to maintain this high 
scale because of low mortality and mod- 
erate expenses. 








VIEWED FROM NEW YORK 





BANK INSURANCE ON AIR 


The Savings Bank Life Insurance 
League of New York has begun a series 
of weekly 15-minute broadcasts over 
station WNYC, New York City. The 
broadcasts are at 2 p. m. each Thurs- 
day. 

At the first broadcast the speakers 
were Miss A. A. Buffington of the Wel- 
fare Council and Lancaster Greene, in- 
vestment banker and trustee and in- 
structor at the Henry George School of 
Social Science. 

Miss Buffington spoke on the advan- 
tage of savings bank life insurance to 
the poorest classes of people and said 
that in Massachusetts the system had 
won the endorsements of all social serv- 
ice organizations and social workers. 
Mr. Green contrasted the cost of sav- 
ings bank life insurance as against 
weekly premium industrial insurance 
and cited a number of examples in Mas- 
sachusetts where savings have been 
effected. The speakers were introduced 
by Sidney E. Wolff of the savings bank 
league. 

The speakers at this week’s broadcast 
will be Homer Folks of the State Char- 
ity Aid Association and Cornelius V. 
Coleman of the East New York Sav- 
ings Bank of Brooklyn, one of the four 
savings institutions which is definitely 
committed to going into the savings 
bank life insurance plan when it be- 
comes effective Jan. 1. 

The most recent bank to go definitely 
on record as espousing savings life in- 
surance is the New York Savings Bank 
of Manhattan. The East New York, 
the Greater New York, and the Lincoln 
have all been committed to savings bank 
life insurance for some time. 


EQUITABLE-PERU AXIS 


The familiar trademark of the Equi- 
table Society—a goddess holding a pro- 
tective shield over a woman and child 
—appears on the new unemployment 


By R. B. MITCHELL 








tax stamp of the republic of Peru. How 
the Equitable goddess took on the job 
of shielding the Peruvian unemployed 
as well as Equitable beneficaries is a 
curious story that goes back to 1859 
when the original engraving was made. 

In that year the Franklin Bank Note 
Company made a steel engraving of the 
Equitable’s trademark for use on policy 
headings. The first policies on which it 
was used were issued in March, 1860. 
The Franklin company was taken over 
by the American Bank Note Company 
in 1876. Among the assets was the 
Equitable’s die and as it was not the 
custom in those days to indicate the 
ownership of engravings the identity of 
the engraving was lost sight of but it 
was kept around anyway along with 
other miscellany. 

Not long ago the Peruvian govern- 
ment asked the American Bank Note 
Company to get up a design for its un- 
employment tax stamp, specifying that 
it wanted an appropriate design but 
preferred to keep the cost down. Go- 
ing through what it had on hand, the 
‘bank note company came across the old 
Equitable engraving, made up a design 
embodying it, and received the approval 
of the Peruvian government. It was 
not until after the stamp had been 
issued and had come to the attention of 
insurance people that the American 
Bank Note Company or the Peruvian 
government realized that the new stamp 
was the Equitable’s trademark. 

. B. Treusch, advertising assistant 
at the Equitable home office, wrote an 
article about the new stamp for the 
philatelic magazine, “Stamps.” 


BOOK LAUDS BRANDEIS 


“The Brandeis Way,” a book describ- 
ing and praising the principle and prac- 
tive of savings bank life insurance will 
be issued Nov. 7 by the Princeton Uni- 
versity Press. The author is Dr. A. T. 
Mason, economist and member of the 





Princeton faculty. Savings bank life 
insurance enthusiasts expect to make 
wide use of the book in promoting their 
cause. 


Examination Report 
on the Country Life 


The Illinois department has released 
its examination report of the Country 
Life of Chicago as of Dec. 31, showing 
assets $6,923,860, contingency reserve 
$185,000, capital $200,000, net surplus 
$807,549. The report says that the 
statement reflects a sound financial con- 
dition. The cash position is well main- 
tained and the investment portfolio 
comprises a diversified selection of mar- 
ketable securities. Furthermore the re- 
port says the expenses in the conduct 
of the business have been moderate and 
the mortality loss experience favorable, 
Interest earnings on the invested assets 
are in excess of the policy reserve in- 
terest requirements. 

It commenced business Dec. 29, 1928, 
The two main salaried officers are Sales 
Manager D. C. Maher and Actuary 
H. C. Reeder. The powers of supervis- 
ion and administration of its affairs rest 
in the Illinois Agricultural Service Com- 
pany as corporate manager. It operates 
only in Illinois. Its policies are all on 
the participating plan. Disability bene- 
fits are limited to waiver of premium. 
Dividends on the corporate stock of the 
holding company are limited to 7 per- 
cent. Last year the dividends paid to 
stockholders of the Country Life 
amounted to $83,000. Since starting 
with 1930 it has paid cash dividends of 
$348,000 and $100,000 stock dividends, 
Its premium income last yedr was $2,- 
213,913, total income $2,604,840, paid 
policyholders $573,634, total disburse- 
ments $1,224,491. Its insurance in force 
was $115,310,406. At the end of the 
previous year it had $100,133,614. Its 
new business last year was $21,746,580. 
Its mortality ratio was 29.17 percent 
and its interest earned on mean invested 
assets was 3.51 percent. 


Roundup Brings Big Production 


SALT LAKE CITY—The Equitable 
Society’s Tri-State Fall Roundup, an 
annual competitive event, from Sept. 12 
to Oct. 15, between the Rustlers and the 
Wranglers, resulted in a victory for the 
former. Total volume for the month 
was $1,217,866, with 489 cases. Indi- 
vidual leaders were G. A. Aronson, 
Helena, Mont.; E. F. Green, Ogden, 
Utah, and A. W. Rhein, Great Falls, 
Mont. Manager J. H. Harrop reports 
production increase was at least 40 per- 
cent over normal for this year. 








A Winning Team! 


You and 
Lutheran 
Brotherhood 


A good agent plus a strong, pro- 


gressive, Fraternal Society can 
make Life Insurance History 1 
any Lutheran Community. All 
Lutherans (a select prospect list) 
are eligible for life insurance in 
this Society. 


You are the Agent! 
Lutheran Brotherhood is the So- 
ciety. Working together, we ca 
write the business. If interested 
in a work that assures you a Se- 
cured future, address your letter 
to:— 


SUPERINTENDENT OF AGENCIES 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance 
Herman L. Ekern, President 


HOME OFFICE Minneapolis, Minnesota 
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LEGAL RESERVE FRATERNALS 





ees 


W. O. W. Hospital Approved 
by Surgeons’ College 


The Woodmen of the World, Omaha, 
war memorial hospital in San Antonio, 
Tex., recently was approved by the 
American College of Surgeons, a high 
tribute. Dr. C. J. Koerth is superinten- 
dent of the hospital. Requirements are 
proper medical and nursing personnel, 
adequate x-ray and laboratory facilities, 
100 or more beds, and maintenance of 
accurate up-to-date records. There is 
rigid, periodic inspection by the Ameri- 
can college. ; 

The hospital is maintained for care of 
members who become afflicted with 
tuberculosis after 18 months’ member- 
ship. There are approximately 7,000 
hospitals in the United States and Can- 
ada, of which 2,664 -are approved by 
the American college. The hospital is 
operated under supervision of Dr. A. D. 
Cloyd and Dr. H. B. Kennedy, medical 
director and associate medical director, 
Omaha. Members of the committee 
supervising the hospital include Col. 
T. E. Patterson, vice-president; R. E. 
Miller, promotion director, and Farrar 
Newberry, secretary. De E. Bradshaw 
is president of the society and foremost 
sponsor of the hospital. 





Ira J. Dennis Dies 


PORTLAND, ORE.—Ira J. Dennis, 
65, actuary United Artisans, died at his 
home here. He was well known in fra- 
ternal insurance circles. 


WOODMEN oF THE WORLD 
UFEINSURANCE SOCIETY 





Founded 1890, its assets have 
mounted to over $126,000,000 
and insurance current to $420,- 
000,000. 

s 


Its investments are largely in 
Government, State and Mu- 
nicipal Bonds. 

2 


It has paid to Beneficiaries 
over $253,000,000; and to liv- 
ing members $43,000,000. 


For each $100 of reserve and 
current liability it has assets 
on hand of the value of 
$123.14. 

) 


Through prosperity and de- 
pression, war and epidemic, 


its financial strength has par- 
alelled its record of service. 


* 
De E. Bradshaw, Pres, 














Omaha, Nebr. 





THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Mill 
Supreme Pres er Frances D. Partridge 





Port Huron, Michigan 








Catholic Society Celebrates 
Its 70th Anniversary 


MILWAUKEE — Celebration of the 
70th anniversary of the founding the 
Catholic Family Protective Life was 
marked by a pontifical high mass and 
banquet here. The Rt. Rev. Msgr. Ber- 
nard Traudt, celebrant at the mass, is a 
son of John Traudt, first president of 
the fraternal, and the mass was held in 
Holy Trinity church where the society 
was founded Aug. 16, 1868. 

This is the oldest fraternal in the 
country, according to the officers, ante- 
dating by 60 days another which claims 
the distinction. It operates in Wiscon- 
sin and Minnesota. A reserve for death 
claims was shown in the first annual 
report in 1869, according to J. G. Grun- 
dle, secretary. In 1902 it adopted the 
American Experience table of mortality 
with full legal reserve. It was the first 
Catholic society to insure the whole 
family, and the first by many years to 
pay substantial dividends as earned by 
careful operation, Mr. Grundle said. 

Dr. J. J. Gramling, president, was 
toastmaster at the anniversary dinner. 
Rev. A. M. Kammer, Fennimore, Wis., 
a director, was principal speaker. 


Hold Golden Jubilee 


MILWAUKEE — Nearly 200 Cath- 
olic Foresters, members of Immaculate 
Conception ‘Court No. 85, and _ their 
wives celebrated the golden jubilee of 
founding of the court. Archbishop Sam- 
uel Stritch gave an address. William 
Kinday, jubilee committee chairman, 
presided. Other speakers were Thomas 
H. Cannon, head C. O. O. F., Chicago; 
Thomas Heaney, secretary C. O. O. F.; 
Daniel Ryan, Milwaukee, secretary, and 

. J. Brennan, Milwaukee, treasurer 
state Foresters court. 








| Polish-Americans Meet 


MILWAUKEE — Several hundred 
Polish-Americans observed the 65th an- 
niversary of founding the Polish Roman 
Catholic Union in a church service here 
followed by a youth program. Speakers 
included Michael Zurawski, men’s state 
president; Mrs. Josephine Pawlowicz, 
women’s state president; Father Joseph 
Betlinski, director of youth activities, 
and Father Francis Weger of Orchard 
Lake, Mich. 





Report on Der Harugari 


The Illinois department has made an 
examination of the German Order Der 
Harugari, a fraternal, 2124 North 
Kedzie avenue, Chicago. The report is 
of Dec. 31, showing assets $114,798, 
reserves $63,233, surplus $43,901, solv- 
ency ratio 160.52. The investments in real 
estate, mortgage loans and real estate 
bonds and cash represent approximately 
13.5 percent, 71.3 percent, 6.1 percent 
and 7.2 percent respectively of its assets. 
Its claims are found to have been met 
promptly and in accordance with the 
certificate provisions. It has $138,300 in 
force. 





Complete financial data, policy facts, 
rates and values in the 1938 Unique 
a $5. National Under- 
writer. 








Midwinter Meeting of 
M. F. C. Set Feb. 21-22 


The midwinter meeting of the 
National Fraternal Congress will 
be held at the Morrison Hotel in 
Chicago Feb. 21-22. This is the 
gathering of N. F. C. sections. 

The annual meetings of the Fra- 
ternal Field Managers Association 
and Fraternal Society Law Asso- 
ciation will be held; also the meet- 
ings of the Presidents’, Secre- 
taries, Press, Actuarial, Medical 
and State Congresses sections. 











Another Link in Our 
Chain of Protection 
e 


MONTHLY INCOME 
DISABILITY CERTIFICATE 


AN OLD AGE BENEFIT @ AT AGE SIXTY-FIVE 








A Certificate that Protects YOU 
while you live and 
YOUR DEPENDENTS when you die 




















A New Monthly Income Disability Certificate is now 
being issued by the Independent Order of Foresters, 
an organization that has made a feature and success 
of issuing certificates, with Disability Benefits, based 
on its experience of over half a century. 


It is a modern plan for the business man, that fits well 
in this mechanized age when disability is more common. 


AND NOW! 


after nearly sixty years’ experience in the success- 
ful issuing of Total and Permanent Disability 
Benefits, The Independent Order of Foresters 
issues this new, all-embracing protective certi- 
ficate. 


IT REACHES FAR 
beyond the scope of ordinary insurance protection 
—it insures some income in the event of total and 
permanent disability. 


IN THESE DAYS 
of strenuous living, fast travel and automobile 
transportation, the disability hazard has become 
real to an extent never before experienced. The 
wise man will fortify himself against this risk; 
keeping in mind, that it will not always be the 
other fellow who gets hurt or incapacitated. 


WRITE TODAY FOR FULL PARTICULARS 
ON THIS 


Modern Plan of Protection 


THE INDEPENDENT 
ORDER OF FORESTERS 


FRANK E. HAND, 
Supreme Chief Ranger 


Temple Building, 
Toronto, Canada 
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Reactions on Recruiting of 
College Seniors Presented 





The recruiting of younger men and 
college seniors was discussed at the 
annual meetings of the Life Agency 
Officers Association and the Sales Re- 
search Bureau in Chicago. Kenneth R. 
Miller, bureau consultant, pointed to a 
definite trend towards younger men in 
recruiting. In the study of 18 companies 
it was found that there has been a great 
increase in the employment of men in 
the 20 to 24 age group. They account 
for 42 percent of the men under the age 
of 35 contracted. The main sources 
for young men are those who have been 
out of high school or college for two 
or three years and have not yet found 
themselves and college seniors. 

In considering the recruiting of col- 
lege seniors Mr. Miller said that other 
industries have made a policy of. build- 
ing their sales organization from this 
source for many years. College stu- 
dents as a group have little knowledge 
of the job of selling life insurance. As 
a whole college placement authorities 
are not convinced that the life com- 
panies are sincerely interested in de- 
veloping college graduates or are pre- 
pared to do it successfully. 


Gets Officers’ Reactions 


The Research Bureau discussed the 
situation with over 50 placement of- 
ficers, personnel directors and deans of 
colleges and universities. Although a 
large majority professed a favorable at- 
titude toward life insurance selling, they 
felt a limited number of the graduates 
were fitted to the work by temperament 
and personality. They said that they 
feel that life insurance is a promising 
career for those with the personality, 
poise, enterprise and those intangibles 
which make it easy for men to meet 
people. One placement officer said that 
the field is hard to enter because of the 
difficulty and hazards in getting estab- 
lished. When a person is interested in 
buying insurance he would rather con- 
sult with a more seasoned man. Inas- 
much as the college senior has little 
knowledge of his sales ability he pre- 
fers a longer course of training and in- 
troduction to the headlong plunge usu- 
ally required of salesmen. 

Placement officers said that the gen- 
eral opinion held by college students of 
life insurance selling as a career is poor. 
Students feel the job does not have dig- 
nitv, “that it is an outlet for those un- 
able to get a job, not particularly at- 
tractive: a racket; high-pressure selling 
by pests; to be considered only if a 
decent job and a salary is not available; 
a refuge for failures.” 

In answering to the query of what 
mistakes have been made in life insur- 
ance recruiting practices in colleges, the 
placement officers generally agreed that 
there is a need for starting graduates 
on a salaried basis during formal train- 
ing and until he is established. Con- 
siderable more attention should be given 
to the selection, they said. Recruiting 
preferably should be handled by home 
office personnel and if not, local manag- 
ers should be properly trained to do it. 
They also held that college recruiting 
activities should not all take place just 
prior to graduation but should start 
early. 

Without exception placement officers 
felt that the commission form of com- 
pensation is a decided obstacle, par- 
ticularly at the start in recruiting new 
graduates. They agreed that life in- 
surance is essentially a commission busi- 
ness but they were emphatic in their 
comments on the need for paying a 





small definite compensation during the 
early training period. 

In considering an insurance career 
the college senior wants to know if the 
job offers a permanent future, security 
and a chance to advance. He wants to 
know if he is adapted to the work and 
if he will like it. He wants to know if 
he will get a living wage and has good 
earning possibilities for the future. The 
commission basis of remuneration stands 
out as the least appealing to college 
seniors about life insurance selling. 
They also object to the idea of starting 
to work on friends and relatives and to 
the lack.of prestige and dignity. The 
most appealing factors to college seniors 
in selling life insurance is the certainty 
of good earnings if one is successful. 
They feel that the job enables the sales- 
man to meet new and interesting people 
and that the salesman is independent to 
a considerable degree. They also felt 
that when properly performed the sale 
of a policy results in a genuine service 
to the policyholder. 

Urban H. Poindexter, assistant direc- 


4, 





tor of agencies Northwestern Mutual 
Life, said that college recruiting should 
be recognized as a specialized form of 
activity. Different techniques and meth- 
ods must be used. His company fol- 
lows the procedure of having a home 
office visitor make contacts through 
proper university officials. A talk is 
made to a group of students who might 
be interested and individual interviews 
follow. Later there are additional in- 
terviews with the general agent in 
whose territory the prospect’s home 
town is located. 

At first the college officials were re- 
luctant in cooperating but they soon 
began to realize that a fair attempt was 
being made to select and interest only 
a few men who were qualified for the 
work. When the plan is working satis- 
factorily in a college the home office 
visitor leaves the work up to a general 
agent and adds new universities to his 
itinerary. Through this procedure the 
Northwestern Mutual has increased its 
college recruits from 17 in 1935, 36 in 
1936, 40 in 1937 to 48 in 1938. 


Not Sole Answer 


Recruiting of young college men is 
certainly not the one answer to the re- 
cruiting problem but it is one of many 
answers, said Mr. Poindexter. Every 
general agent should not attempt to re- 
cruit the college seniors as they are not 
all temperamentally fitted to deal with 
young men. For a few years these 
young men need more supervision, 
training and general guidance than do 
men who have already had some experi- 
ence in other businesses. The general 
agent should not consider young men 
in general as a major source of new 
prospect because the majority of pros- 
pects must still come from the older 
groups. 





Agent Selection Methods Are 
Discussed in Detroit 





DETROIT—What manner of man 
makes the best life insurance under- 
writer? H. K. Schoch, general agent 
Aetna Life, asked in a symposium which 
he conducted at a meeting of the Asso- 
ciated Life General Agents & Managers. 
He used actual case histories of De- 
troit’s successful managers and general 
agents as a yard-stick, finding the best 
men are inducted into the business 
through recommendation of a manager 
or general agent, enter in their early 20’s 
and require less than $1,000 to finance 
them until they become self-supporting. 

Questioning each executive present, 
Mr. Schoch brought out that 15 percent 
entered under 20, 40 percent between 
20-25, 15 percent between 25-30, 10 per- 
cent between 30-35 and 20 percent over 
35. Thus 55 percent started in their 
20’s. Digging into the reasons why they 
selected life insurance selling, Mr. 
Schoch learned the largest group, 30 
percent, were persuaded by a general 
agent or manager, 23 percent knew a 
successful agent and believed they 
would find it a desirable business; 20 
percent made up their minds indepen- 
dently of outside influence that the 
business offered good possibilities; 4 
percent followed a friend’s advice, and 
the remainder had various reasons. 


Few Required Much Finances 


On the matter of the cost of getting 
started in the business, 28 percent began 
to earn a living immediately and re- 
quired no financing, 30 percent required 
less than $1,000 before they were earn- 
ing a living from their commissions, 
making a total of 58 percent of the man- 
agers in the Detroit association who 
required less than $1,000 to get started. 

There were 20 percent who required 
about $1,500, 15 percent from $1,500 to 
$3,000, and the remaining 7 percent re- 
quired from $4,000 to $9,000. Thus 
more than 75 percent entered with an 
expenditure of not more than $1,500 
before they were making their own way. 

Mr. Schoch declared this data on the 
cost of getting started should prove 





excellent food for thought in these days 
when many agencies are investing large 
sums in men in the hope of making 
good producers. 

“The men we want,” he declared, 
“are those who are already sold on the 
business, not those we have to sell on 
the merits of life insurance and ef the 
business as a profession.” 


Uses Stewart Tests 


Out of a total of 46 men in his agency, 
all of whom were given the Stewart 
tests, 18 proved to be “very superior” 
and 14 earned a “superior” rating, he 
said. These tests are less valuable in 
picking winners, he pointed out, than in 
weeding out sure losers, and thus can 
be used to save a considerable amount 
of money for those agencies using them. 

“The business has reached the stage 
where we can afford to use the tests to 
reduce our staffs,’ Mr. Schoch con- 
cluded. 

_R. M. Ryan, manager Equitable So- 
ciety, said managers are less careful 
about selection than many years ago. 
He will not take a man in whom he 
would not care to introduce in his home. 
Character is of utmost importance. In 
25 years of agency management he has 
found only one or two ideal underwrit- 


rs. 

.“Too often we do not profit suffi- 
ciently from our own past mistakes,” he 
said. “We are carried away by the hope 
that each new addition to the agency 
will prove an exception and will do 


what we know he will not do. Most of 
us have fired as many men in the past 
five years as we now have in our or- 
ganizations. The turnover is far too 
high. We are foolish to figure that we 
can make a success out of a man who 
has failed with another manager. The 
two most important factors in selecting 
men are character and ambition.” 

Seth W. Ryan, general agent Penn 
Mutual, said he is not putting on a man 
unless he seems to have everything. If 
there is one flaw, he does not join the 
agency. Mr. Ryan prefers to take on 
young men, well established in their 





communities, who can rank high op 
tests and do not need too much finane. 
ing. He has put on 18 men in the lag 
four years who are still in the agency 
In the past year he has put on six, four 
of whom will remain. He gets most of 
his men from_ sales organizations 
watching reorganizations of sales staff; 
for prospective material. 

He also scrutinizes policyholders with 
a view to persuading them to enter the 
business. When a second policy comes 
in on a young man, he is sure that man 
is sold on the business, and approaches 
him, provided he is 25 or younger. He 
has found that it does not pay to try 
to correct faults in recruits; it is better 
to drop them. 


Committee Is Named 


C. R. Eckert, general agent North- 
western Mutual, president of the organi- 
zation, announced appointment of Vice- 
president Will Reese, Union Central; 
C. A. Macauley, John Hancock Mutual, 
and Donald Machum, Manufacturers, to 
represent the managers’ association on 
the Life Underwriters Council, liaison 
organization between life field men and 
the insurance department. 

Among guests were Jack Rabinovitch, 
Northwestern Mutual, Flint, president 
Michigan State Association of Life 
Underwriters, and H. Kennedy, 
Equitable Society, president Qualified 
Life Underwriters. 


Michigan Congress Dec. 15 


DETROIT.—The date of the man- 
agers congress sponsored by the Michi- 
gan State Association of Life Under- 
writers, originally set for November, has 
been moved up to Dec. 15. C. R. Eck- 
ert, general agent Northwestern Mutual, 
Detroit, is chairman. Two speakers 
have already been selected. E. B. Thur- 
man, general agent New England Mu- 
tual, Chicago, will give the address he 
delivered at the Houston convention. 
Warren V. Woody, agency manager 
Equitable Society, Chicago, will speak 
on “Inducting Men Into Production.” 


Williams to Address Club 
PITTSBURGH —M. L. Williams, 


assistant manager of agencies at the 
home office of the Provident Mutual 
Life, will speak on “Getting Ahead in 
Supervisory Work,” at a luncheon meet- 
ing of the Supervisors Club of the Pitts- 
burgh Life Underwriters Association 
Nov. 7. D. W. Hooton, associate gen- 
eral agent, State Mutual Life, president 
of the club, will preside. 


Goodcell Oakland Speaker 


Commissioner Goodcell of California 
addressed the Oakland-East Bay Gen- 
eral Agents & Managers Association 
this week. He told of the value of 
greater understanding of the insurance 
business by the public, the danger of 
government encroaching on_ private 
business and the desire of the insurance 
department to aid in stabilizing the 
business. 


“Insurance Is Insurance” 


Commissioner Goodcell of California 
was guest of honor at a luncheon given 
by the Managers Club of the Life 
Underwriters Association of Los An- 
geles, in connection with the “Read 
Your Policy” week program. He said 
when he became commissioner his train- 
ing had been in law only, and that in- 
surance was just insurance. Since then 
he has learned there are many lines of 
insurance, each having its own prob- 
lems and its own particular place, but 
he said the knowledge he has gained did 
not change his idea that, in the main, 
insurance is insurance, and he feels 
there is common ground on which all 
insurance men can work collectively for 
the "ss good of the business as a 
whole. 


Fischer Speaks in St. Louis 


C. O. Fischer, vice-president Massa- 
chusetts Mutual Life and one time St. 
Louis general agent of that company, 
spoke at a meeting of the General 
Agents & Managers Association of St. 
Louis. He is a past president of the 
association. 
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Duval Nearing Quarter 
Century of 100-Case Pace 


NEW YORK—Herman Duval’s suc- 
cess as a life agent is rivaled only by his 
success in keeping out of the spotlight. 
As an agent of the Clifford L. McMil- 
len agency of the Northwestern Mutual 
Life in New York City and of its pred- 
ecessor, the John I. D. Bristol agency, 
he has an unbroken record of 23 years 
as a Marathonian. This means that he 
has paid for 100 lives or more every 
year for the last 23 years, or ever since 
the Northwestern started its Mara- 
thonian club. Year after year his pro- 
duction has topped the million-dollar 
mark. 

Most producers with a record like 
that would be addressing life underwrit- 
ers association meetings and would very 
likely have been on the program for at 
least one National association conven- 
tion, But not Mr. Duval. He avoids 
speaking in public and dodges the 
limelight as if it were a lethal ray. It 
is within the last few years that he has 
consented to make brief talks at the 
convention of his own company. 


Held Up as Model 


While his resolute avoidance of pub- 
licity and speaking engagements has 
caused the name of Herman Duval to 
be less widely known than it should be, 
his fame among Northwestern men 
reaches throughout the entire organiza- 
tion. Mr. Duval’s working methods are 
constantly held up as a model to other 
Northwestern agents. Everything the 
good agent should do Mr. Duval does 
but with an energy and thoroughness 
that makes the average man look as if 
he were anchored. One is reminded of 
Theodore Roosevelt’s remark: “I may 
be only an average man but, by George, 
I work at it harder than the average 
man.” 

Some people enjoy being placed on a 
pedestal, set up as a model for others 
to copy. It only makes Mr. Duval un- 
comfortable. His gratification comes 
from doing a good job, not from having 
the laurel wreath placed on his brow. 


Factors in Success 


As with many outstanding men in all 
fields, Mr. Duval’s success has been due 
to tremendous physical energy, mental 
keenness and a boyhood marked by 
modest financial circumstances which 
challenged him to use his abilities to 
pull himself swiftly upward. His 33 
years in the life insurance business fur- 
nish an amazing example of sustained 
effort. ‘ 

Mr. Duval’s keenness and energy are 
as unflagging as ever. He believes that 
no agent should let office work keep 
him at his desk later than 10 o’clock in 
the morning, though Mr. Duval himself 
is usually out making calls considerably 
ahead of that hour. Nor does he go on 
the assumption that callers are unwel- 
come after 4 o’clock in the afternoon. 
He makes calls right up to 5 o'clock. 
He is a disciple of the principle of “just 
one more call.” Many of these “one 
more” calls have turned out extremely 
fortunate. One of them resulted in an 
eventual total of $625,000. 


Senses Insurance Situations 


Blessed with an energy and drive that 
would bring considerable success to 
even an uninspired plodder, Mr. Duval 
has a keenness which enables him to 
sense life insurance situations not only 
in connection with the man he is talk- 
ing to but with possibilities in the pros- 
pect’s circle of relatives and associates. 
Coupled with these qualities is an al- 
most uncanny power of getting people 
to act. It might be supposed that an 
agent of Mr. Duval’s energy and en- 








thusiasm would tend to get action by 
sweeping people off their feet. That is 
not his way, however, though he can 





HERMAN DUVAL 


become tremendously in earnest if the 
occasion calls for it. His feeling about 
life insurance is one of the utmost sin- 
cerity and in one way or another he 





manages to get his prospects to feel the 
same way he does. 

Much of Mr. Duval’s early success 
was due to his ability to cold canvass 
successfully. While he now has many 
policyholders and other sources of 
leads, he never has lost his skill at cold 
canvass and when he has a little time 
because of a prospect’s being unable 
to keep an appointment, he uses the 
time for cold calls in the vicinity. 


Educational Methods 


Life insurance educational work was 
rudimentary back in 1905 when Mr. 
Duval joined the Bristol agency. How- 
ever, he got very practical instruction 
and training through the apprenticeship 
method, which he still believes can’t be 
beaten. He had two mentors in addi- 
tion to General Agent Bristol. They 
were the late C. H. Putnam and L. W. 
Mack, now of the Northwestern’s 
Recht & Kutcher agency, New York 
City. With Mr, Putnam he did much 
joint work thereby learning right on the 
firing line. From Mr. Mack he ab- 
sorbed a great amount of life insurance 
kncwledge. 

Despite the tremendous demands 
which Mr. Duval makes on his store 
of energy, he does not overtax himself. 
He takes time out to play and at all 
times keeps in good physical trim. 





Many Advantages in Selling 
Young Men and Women 





KANSAS CITY—Methods of selling 
the first policy to a young man or wo- 
man, and advantages accruing to the 
underwriter from a cultivation of such 
prospects were outlined in a talk before 
Provident Mutual agents by Ray Robi- 
son of the Willard Ewing agency here. 

“It is true that the average size of 
‘first’ policies is rather small but not 
necessarily as small as many people 
might be led to believe, if a proper job 
of selling is done,” said Mr. Robison. 
“Ninety percent of the business I se- 
cured last year was from this source. 
My average size policy is $2,800, and, 
unlike the general trend toward cheap 
insurance, practically all of this busi- 
ness was on the endowment or limited 
payment life plan. This of course re- 
sulted in a higher premium per thou- 
sand and a larger commission. 


Can Be Sold Larger Policy 


“Simply because a young man’s in- 
come is small doesn’t mean he can’t 
be sold more than a $1,000 policy. He 
can be induced to save a larger part of 
his income than an older man because 
he has no debts or obligations, or, if 
he does have, they are rather insignifi- 
cant. Also, he is not accustomed to 
so many luxuries that older people 
sometimes feel are necessities. Saving 
can be made easier for him by getting 
a commitment on the basis, not of 
yearly, half yearly, or quarterly pay- 
ments, but rather some definite amount 
each pay day, each week, or even every 
day. Calendar coin banks are very 
helpful in showing a prospect how he 
can save. I have closed a number of 
cases on this basis. 

“There is a time element involved 
in talking to the younger person. It is 
extremely difficult to secure a favorable 
interview during working hours, due to 
the watchful eye of the boss. Contacts 
and future appointments can be made 
during working hours with selling in- 
terviews at noon, during lunch hours, 
in the evenings, either before or after 
dinner, or even over the weekend. In- 
asmuch as these young people as a rule 
have no entangling alliances, such as 
a husband or wife, they do not have to 
consult anyone about making an ap- 





pointment, and they readily will set a 
definite time when you may see them. 

“Time consuming explanations can be 
eliminated by stressing the savings ele- 
ment and benefits to be gained. An or- 
ganized sales talk along definite lines is 
imperative. The complete selling inter- 
view can be conducted in from 10 to 15 
minutes and is so simple, concise and 
to the point that the prospect can’t 
help recognizing the merit of saving in 
this manner. The young man will hesi- 
tate to buy life insurance, but he really 
likes the idea of saving money under a 
definite plan—providing you show him 
how and help him do it. He may balk 
at making premium payments, but sav- 
ing deposits definitely interest him. The 
basic appeal should not be on life in- 
surance as a protection but on life in- 
surance as a saving, a plan that pro- 
vides future cash for retirement income. 

“Contacts among young people pro- 
vide good centers of influence for new 
prospects because they probably have 
not been asked for this information by 
other agents and will therefore be more 
willing to cooperate. Also, their knowl- 
edge of promotions, raises, and changes 
in the office can be utilized to advan- 
tage. 

“The greatest advantage in this type 
of sale, however, is that we literally 
grow up with our clients, and as their 
incomes and responsibilities increase, 
many additional sales result. This al- 
ready has been demonstrated to me in 
a few cases.” 





Minimum Needs Canvass Is 
Impossible to Refute 


NEW YORK—tThe important thing 
about the minimum needs sale is that 
it is the one type of coverage against 
which there is no argument, Harry 
Phillips, Jr., Penn Mutual of this city, 
declared in the New York City Life 
Underwriters Association’s lecture 
course. A man may prefer other ways 
of providing for retirement. He may 
not believe in setting up educational 
funds for his children, or he may feel 
that the government is entitled to all 
the taxes it can get from his estate, but 








Production Check List 
for Agent Presented 





A searching list of questions for 
agents whose production is not up to 
par was presented by W. C. Schuppel, 
executive vice-president Oregon Mutual 
Life, before the Life Agency Officers 
Association’s annual meeting in Chi- 
cago. A conscientious analysis of work- 
ing methods along these lines gives an 
agent a good picture of his shortcom- 
ings and the points he needs to bolster 
in increasing his production. 

Are you satisfied with the results 
you are getting and, if not, what do you 
think is the difficulty? 

2. With how many qualified pros- 
pects did you conduct a closing inter- 
view last week? 

3. If the results of those interviews 
were unsatisfactory, where do you think 
you failed with each case? Why do you 
think this was the trouble? 

4. How and where did you put in 
your working time last week? How 
many hours did you employ in produc- 
tive effort? 

5. How many calls do you find you 
have to make in order to secure an in- 
terview? 

6. How many interviews do you re- 
quire in order to make a sale? 

7. What is your average dollars and 
cents first year commission per sale? 

_ 8. What is each call you make worth 
in dollars and cents to you? What is 
each interview worth? 


FHA Loan Home Builders 
Prove Good Prospects 


C. John Hoffman, National Life of 
Vermont agency supervisor in Chicago, 
has found good prospects among home 
owners taking advantage of the Federal 
Housing Administration’s financing pian. 
In one instance he asked to sce tlie 
prospect’s home which was under con- 
struction. The prospect was happy to 
show it and Mr. Hoffman was fluent in, 
his admiration, which of course flattered 
the owner. As a result Mr. Hoffman 
sold him a $16,000 policy to cover the 
FHA plan during the payment period 
and later the man called of his own ini- 
tiative and asked for $4,000 more insur- 
ance while Mr. Hoffman was on his va- 
cation. 

In big cities where the tendency is to 
build in a suburb, the prospect can be 
appealed to on the idea that he is mov- 
ing his family out so they can get some 
sunshine and air and he should plan to 
keep them there if something should 
happen to him. 














there is no one with dependents who 
doesn’t have to meet the problem of 
providing income for them in case of 
his death and there is no argument 
about life insurance being the best way 
to do it, Mr. Phillips said. 


Urges No Compromise 


He strongly urged sticking to an hon- 
estly determined minimum and then ar- 
ranging to have that paid to the bene- 
ficiaries for as long as it will last rather 
than compromising on a smaller income 
to make it last a longer time. He ad- 
vised against selling coverage to pro- 
tect a secondary need when the pri- 
mary one is inadequately covered, and 
also criticised the practice of some 
agents of selling a prospect a policy on 
a child when the father is inadequately 
protected, merely because it is easier to 
approach the man from that angle. 





A man is not paid for having brains 
—he’s paid for using them. 
Life’s heaviest burden 

nothing to carry. 


is to have 
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The Importance of 
Supervision Shown 


(CONTINUED FROM. PAGE 2) 


attempted sale, thus definitely pointing 
out the salesman’s probable weaknesses. 
The chart reminds him during every 
call and interview to ask for leads and 
it records the leads he gets. It puts 
him on record as to whether he is work- 
ing with qualified prospects or not. If 
he is making a service call that fact is 
clearly indicated. It shows the sales- 
man exactly how many hours he spends 
in the business and precisely where that 
time was employed. The study hour 
and the planning hour each have a place 
in the picture, if he employs any of his 
time for these purposes. 


Gains in Popularity 


The income control idea had to be 
sold to the men in the field. At the 
start between 3 and 4 percent of the 
men used it. Now between 35 and 40 
percent are employing it. However, it 
has been found that 24 percent of the 
agents under contract do 56 percent of 
the total business and that 80 percent 
of these men use the daily planning and 
income control charts consistently and 
regularly. 

In selling the plan Mr. Schuppel said 
that the agent is told this: “If you will 
do the things in your business that are 
necessary for success, you will succeed. 
The number of sales you make in a day 
is not wholly in your hands. because 
your prospects have something to say 
about that. But your quota of calls, of 
contacts, of interviews, of tries for leads, 
of new and old contacts, of service calls, 
ete., are all in your hands. You have 
the absolute control of these quotas and 
you can accomplish these in spite of 
what your prospects may decide to do.” 


Eager to Test It 


The challenge is»made so ‘intriguing 
to the salesman that he is eager to test 
it out. It is pointed out to the man 
that uses the chart that its use is up to 
him and no attempt is being made to 
check up on him. When a salesman is 
using the chart it enables the supervisor 
to locate difficulties easily and promptly. 
By pointing out the various factors 
which are hindering his results the 
agent himself learns to practice self 
criticism and apply self-analysis. He is 
thus able to focus his attention and 
direct his efforts towards improving his 
sales technique and consequently his in- 
come, 

Characteristics of successful agencies 
were analyzed by Rensis Likert, di- 
rector of the bureau’s research depart- 
ment. Successful managers, in contrast 
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to the poor ones, appear to be doing the 
following: 

1. Recognizing the need for close co- 
ordination of all managerial functions 
with the goals of management. 

2. Standardizing increasingly the 
agency’s selling methods based on hav- 
ing each agent use the. best way to do 
his job. 

3. Using close supervision to be sure 
that each agent is properly using the 
best way. 

4, Training agents continually in the 
use of the best way so that each agent 
is always operating at maximum effi- 
ciency. 

5. Building a stable sales force of able 
men, all of whom are making a good 
living rather than having an organiza- 
tion consisting largely of incompetents, 
none of whom earn a satsifactory liv- 
ing and among whom there is a high 
turnover. 

In taking over a run down agency a 
successful manager of a large company 
made a complete analysis of the situa- 
tion, involving a thorough study of 
available records, interviews with agents 
and evaluation of potentialities of the 
market and a summation of the re- 
sources of the agency. On this basis 
he decided what the production should 
be for the first year and set up agency 
objectives for each of the succeeding 
four years as well. Then plans were 
laid for accomplishing these objectives. 


Organized Various Functions 


He organized each function, such as 
recruiting and training so as to carry 
out the specific goal. For example, he 
found his agents required greater sell- 
ing skill so a certain amount of train- 
ing was needed. He also decided that 
to achieve success each function of the 
agency must work in harmony with the 
performance of each of the other func- 
tions. 

Experience shows the better agencies 
have long term as well as short term 
plans and the effectiveness of agency 
managers varies~ with the degree to 
which managerial functions are coordi- 
nated. Good agencies have a larger pro- 
portion of agents using the same definite 
selling method, much closer supervision, 
greater emphasis on continuous train- 
ing and a primary emphasis on the suc- 
cess of their present agents and only a 
secondary emphasis on recruiting, said 
Dr. Likert. 


HELP MEN GROW 


In discussing “Helping Men Grow” 
Thomas M. Stokes, Metropolitan Life 
supervisor of field education and sales 
promotion, said men must be led and 
not driven. “Supervision consists of 
helping men grow. To supervise effec- 
tively we must improve the job as well 
as the man. To improve our supervi- 
sion we must develop yardsticks to 
measure improvement in the field train- 
er’s work.” 

A few life insurance agents, less than 
one in 20, need comparatively little 
supervision. They have within their 
makeup success glands that enable them 
to grow in the business. The majority 
of agents, more than 19 out of 20, need 
effective supervisory assistance. Super- 
vision should help a man supervise him- 
self. It must be long range. The agent 
must be able to clarify his production, 
prospecting, sales interviews and objec- 
tives. Supervision and training are very 
closely interrelated. The supervisor 
must learn a man’s habits and skill by 
observing him on the job. 








Jacksonvile, Fla., Appointment 


The Acacia Mutual Life announces 
the appointment of A. K. Hutchinson 
as manager at Jacksonville, Fla. He 
has been in life insurance for seven 
years and has been connected with the 
Jacksonville office for the last two and 
a half years. He was born at Crescent 
City, Fla. He attended the University 
of Florida. 


Felix A. Gaines, superintendent of Rox- 
borough-Manayunk office of the Pruden- 
tial, died at his home in Roxborough, Pa. 





C.LU. 


C. L. U. Class Enrollment Is 
Trebled This Year 


With enrollment at least trebled and 
with more managers participating this 
year than for all previous years com- 
bined, the C. L. U. courses at various 
schools and colleges are especially pop- 
ular this year, B. E. Wyatt of the 
American Life College’s field staff re- 
ports. He has completed a tour of 30 
cities and has been traveling for over 
eight weeks. Agents are appreciating 
the need for professional standard, he 
said. The quality of C. L. U. instruc- 
tion is increasing because more money 
is being paid to instructors and so bet- 
ter men are being attracted. 


H. J. Johnson to Speak 


HARTFORD—Holgar J. Johnson, 
president National Association of Life 
Underwriters, will address the Hartford 
C. L. U. chapter Nov. 10. Plans for a 
C. L. U. course here were announced by 
P. I. Holway, Connecticut General, rep- 
resenting ‘the C, ©... U;; and L. C: 
Backer, Aetna Life, representing the 
Hartford Life Underwriters Associa- 
tion. More than 50 from Hartford and 
nearby towns indicated intention to at- 
tend the lectures, to be given by J. M. 
Avery, Jr., of the faculty of Yale Law 
School. He conducted a similar class 
in Bridgeport last year, which will be 
held again this year. 





Boston Meeting 


The annual meeting of the Boston C. 
L. U. was in charge of M. L. Buchanan, 
president. The speaker was Professor 
L. D. O’Neil of Boston University, who 
is directing the insurance courses, his 
topic being, “The Responsibility of the 
C. L. U.” Three members of the Bos- 
ton C. L. U. are instructors at Boston 
University this year, they being Mr. 
Buchanan, J. R. Warren and Vernon 
Blagborough, The first two are associ- 
ated with the Blackmur agency of the 
Massachusetts Mutual and Mr. Blag- 
borough is with the John Hancock 
Mutual. 


Pittsburgh Chapter Meets 


Life insurance work has developed in 
recent years from a selling job to one 
of highly specialized technique, Earle 
Brailey, general agent New England 
Mutual, Cleveland, and vice-president 
national C. L. U. chapter, told the Pitts- 
burgh chapter. 

Programining, he said, is but one of 
many related activities which are neces- 
sary today, including taxation, estate 
trusts, etc. R. A. Clark, general agent 
Northwestern Mutual and _ president 
Pittsburgh chapter, presided. Dr. Verne 
Steward was a guest. The next meeting 
will be Nov. 10. Dr. B. E. Wyatt, 
counsellor American College of Life 
Underwriters, will speak. 


Big Increase in Study 


Three times as many agents are taking 
C. L. U. study courses this year as last 
in the cities he has visited on his seven 
weeks’ swing through the country, Dr. 
B. E. Wyatt, educational counsellor 
American College of Life Underwriters, 
told the Detroit C. L. U. chapter at a 
luncheon meeting. E. P. Balkema, 
Northwestern National, presided. 

There are three essentials for C. L. U. 
study groups, he explained: first, a com- 
petent teacher with adequate remunera- 
tion so that it pays him to devote his 
time and talent to the work; second, 
careful selection of students so that 
most are on approximately the same 
general educational and experience level, 
and third, the cost of the course to the 
students should be sufficient so they 
have something to lose. if they do not 
continue with the work. 

The study groups should be confined 
to not more than 10 or 15 individuals 
for best results, so that classes become 
discussion rather than lecture groups. 


Results have proved that more men re. 
ceive the C. L. U. designation out 9 
small groups than out of groups of 39 
40 or more students. It is never satis. 
factory to mix beginners with high 
school education with experienced men 
with college educations. 

The Detroit chapter has two classes 
under way, 32 students for Parts 1 and 
2, and 43 industrial men for a separate 














RECORDS 


Ohio State Life——Business in Sep. 
tember was 16 percent greater than that 
in the corresponding month last year, 
Indications are that the October gain 
will equal that in September. 

Colorado Life—October was pres- 
dent’s month in honor of President 
Sterling B. Lacy. The special drive re. 
sulted in the largest October produc. 
tion in the company’s history, the to- 
tal being $1,500,000 of commuted vyol- 
ume. Over 150 agents participated, 
Two silver trophy cups will be awarded, 
one to the winning manager, and the 
other to the largest individual pro- 
ducer. In addition, 40 smaller prizes 
will be distributed. Prize winners will 
be announced about Nov. 15. 

Ohio National—Production during 
“president’s month” totaled $5,185,000, 
topping all previous months in its his- 
tory. Stimulation was provided by a 
hunting campaign this year, applications 
being counted as various kinds of game, 
depending upon size. <A special cam- 
paign is held each year in October, 
which is President T. W. Appleby’s 
birth month. Sales suggestions were 
sent out in “shells” this year and each 
“hunter” received a “license.” Produc- 
tion for the year is considerably ahead 
of a year ago. 

Rural Bankers Life—In an October 
drive in honor of Secretary A. M. Mark- 
ham, agents of the Rural Bankers and 
Legion Life wrote $1,370,000 new busi- 
ness, the biggest single month in the 
companies’ history. 

Northwestern National—October was 
the best sales month of the year to date, 
topping the best previous month, June, 
by 6 percent. Top agency was the White 
& Odell agency, Minnesota state man- 
agers, with a total of $1,422,078. Next 
in line were the A. W. Crary agency, 
Fargo, and the Texas State agency, 
Houston. In all, there were 19 agencies 
with more than $100,000 of new busi- 
ness for the month, equalling the best 
previous mark. 

Midland Mutual—A very satisfactory 
business has been experienced the first 
three-quarters. Substantial gains were 
made in surplus and insurance in force. 
Mortality was 32 percent. It has an 
unusually stable agency force. A num- 
ber of agents have been with the com- 
pany, which is 32 years old, over 30 
years. 

Joseph A. Diffenbach, Connecticut Mu- 
tual, St. Paul—Reports 400 percent in- 


‘crease in business of. new organization 


over 1937 production Oct. 1, and 10 per- 
cent increase for the entire agency for 
the first nine months. 


J. F. Wellington, 83, associate man- 
ager of the Great Southern Life at 
Houston and editor of its publication, 
“Great Southern,” died last week. He 
was a native of Morrison, Ill. He was 
admitted to the bar and later published 
a newspaper in Nebraska during the 
Cleveland administration. He became 
an agent of the New York Life in 1889 
and moved to Louisiana where he rep- 
resented that company for nearly 20 
years. He went to Houston in 1910 as 
an agent for the Great Southern, was 
advanced to agency director, assistant 
manager of agencies and then editor. 


Company reports, policy facts, rate 
and values all covered completely in bee 
1938 Unique Manual-Digest. $5. Nation 
Underwriter. 
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An “Agency-Minded” 


Company 


This company’s sales policies are based on the 
principle that only as its agents in the field 
prosper can the company prosper. Its agency 
contracts are exceptionally liberal. The steady 
growth in business during the past year indi- 
cates the high morale of the agency force. New 
business ran 36% ahead of last year in the first 
nine months of 1938. 


Write Karl B. Korrady, Vice-President, Di- 
rector of Agencies, for particulars on agency 
contracts and desirable open territory. 


ILLINOIS BANKERS LIFE 


107 Assurance Company , 
1938 ~~ MONMOUTH, ILLINOIS —-Health 
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CONFIDENCE 


We are now insuring the 
grandchildren of men who 
were young when they 
placed their own insur- 


ance with this company. 








BANKERS MUTUAL LIFE CoO. 


FREEPORT, ILLINOIS 
Founded in 1907 


“Qn Conclusion”...” 


"In conclusion, we find the Company's assets 
conservatively valued, its liabilities amply pro- 
vided for, and a surplus to policyholders of 
$2,881,556.57. All obligations of the Com- 
pany are met promptly, and the management 
has protected the interest of its policyholders 
ably." 





*Conclusion set forth in the report upon 
Provident's Convention examination, covering 
the period June 30, 1935 to June 30, 1938, 
as conducted by the insurance departments of 
Illinois, Oklahoma, South Carolina and 
Tennessee. 





PROVIDENT 
Life and Accident 
Insurance Company 


Chattanooga—Since 1887—Tennessee 
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JULY, 1862...A promising young pioneer merchant in San Francisco, Edward 
Roepke, wanted protection for his wife, Gretchen . . . obtained a $3,000 policy 
in the New York Life. This Company, even in those early days, had many 
policyholders and agents in California. 


FOUR DAYS LATER Mr. Roepke said good-bye to his young wife as he FIRE BROKE OUT when the ship was six days out of San Francisco. Of 
started on a trip for New York. He embarked on the ill-fated “‘Golden Gate,” the 347 persons on board, 219 lost their lives. One of them was Mr. Roepke. 
a sailing steamer which carried passengers and cargo for the Isthmus of Only ten days after he had taken the insurance, his $3,000 policy had 
Panama, where the shortest crossing could be made to the Atlantic Ocean. become a claim! It was, of course, promptly paid in full. 


4 ao SANDS of policyholders, in of policies in force less than one year. ance is not a matter that can wait <7: 
the long history of the New York — So often the uncertainties of life... | Aren’t you, perhaps ‘putting it off,’ 
Life Insurance Company, have died _—an automobile accident .. . a sudden _ on the chance that what has happened 
within a short time after taking insur- _ fatal illness . . . overtake an active to others will not happen to you? 
ance. Last year alone this Company paid __ person: in sound health. That is one Shouldn’t you really do something 


over one million dollars to beneficiaries reason why the taking of life insur- about it now, before it is too late? 
SAFETY IS ALWAYS THE FIRST CONSIDERATION... NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY — 


A Mutual Company founded on April 12, L845 


THOMAS A. BUCKNER, Chairman of the Board 51 MADISON AVENUE, NEW YORK, N.Y. ALFRED L, AIKEN, resident 





